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N.J. Seen As Bellwether In Fight 


Against Unwise Replacements 


By ROBERT B. MITCHELL 


Because of the possibility that New 
Jersey’s moves against unwise replace- 
ments of policies 
will be used as a 
model by many 
other states, life 
company people at 
the department’s 
hearing in Tren- 
ton, while general- 
ly applauding 
Commissioner Ho- 
well’s proposed 
regulation, dis- 
played special 
concern about pos- 
sible unintended 
results of the regulation as drafted and 
asked that it be amended in various 
particulars. 


Might Cause Dilemma 





Charles R. Howell 


There was no suggestion that the 
regulation be made any less strict, but 
some speakers felt that, as drawn, it 
would cover types of transactions not 
contemplated by the department. Thus, 
an agent handling such transactions 
would find himself in a dilemma: 
Either he would have to go through 
the complicated procedures prescribed 
in the regulation or else take a chance 


National Of Vt. To 
Make Replacer Prove 
Buyer Will Benefit 


National Life of Vermont is taking 
definite action against the industry’s 
No. 1 problem— 
replacement s— 
President Deane C. 
Davis told some 
200 of the compa- 
ny’s top agents at 
their educational 
conference at the 
Hawaiian Village 
Hotel on Waikiki 
Beach, Hawaii. He 
said National Life 
intends to be in the 
vanguard of the 
industry’s crusade 
against this form of insurance writing, 
which he described as involving both 
legal and ethical considerations. 


Tightening Rules 


National Life is tightening its rules 
on issuance of policies where there is 
an intention to surrender existing in- 
surance. In addition, agents will bear 
the burden of proof that a new policy 
to be issued in replacement is “def- 
initely advantageous to the policy- 
holder” and the company will dismiss 
agents who are “continually involved” 
ina high percentage of such sales. 

Concerning the burden of proof, Mr. 
Davis said the agent will have to make 
absolutely sure that the new policy is 

(CONTINUED ON PAGE 4) 








Deane C. Davis 


and risk losing his license or getting 
hit with some other penalty. 
Representatives of the New Jersey 
Life Underwriters Assn. and the New- 
ark association expressed unqualified 
approval of the regulation and praised 
the department for taking action. 
There were only a couple of outright 
objections to the regulation as a whole. 
A general insurance man from Newark 
said the regulation was an insult to 
the policyholder’s intelligence, and 
David Gilbert of the Gilbert & Sullivan 
consultant organization of Philadel- 
phia, objected on the ground that the 
regulation would protect the compa- 
nies but not the policyholder whose 
circumstances might have changed 
since the time he bought his insurance. 
The proposed regulation, which 
(CONTINUED ON PAGE 14) 


NAIC Committees 
Are Appointed 


Committee appointments of National 
Assn. of Insurance Commissioners have 
been made by President T. Nelson 
Parker of Virginia. Committees and 
their chairmen and vice-chairmen, re- 
spectively, follow: 

Executive—Joseph S. Gerber of Illi- 
nois and Sam N. Beery of Colorado. 

Blanks—Charles R. Howell of New 
Jersey and F. Douglass Sears of Mary- 
land. 

Preservation of state regulation— 
Donald Knowlton of New Hampshire 
and Francis R. Smith of Pennsylvania. 

Preparedness program for emer- 
gency operations in insurance—Tho- 
mas Thacher of New York and William 
E. Timmons of Iowa. 

A&S—George F. Mahoney of Maine 
and Joe B. Hunt of Oklahoma. 

Definition and interpretation of un- 
derwriting powers—Walter D. Davis of 
Mississippi and Leo O’Connell of Idaho. 

Examinations—Frank Sullivan of 
Kansas and Charles F. Gold of North 
Carolina. 

Federal liaison—F. Britton McCon- 
nell of California and Thomas Thacher 
of New York. 

Fire, marine, casualty and surety— 
V. Dean Musser of Oregon and Cyrus 
E. Magnusson of Minnesota. 

Fraternal insurance—Lee I. Kueck- 
elhan of Washington and Sam N. Beery 
of Colorado. 

Insurance covering all installment 
sales and loans—J. Edwin Larson of 
Florida and Frank Blackford of Michi- 
gan. 

Laws and legislation—Charles F. 
Gold of North Carolina and Harry S. 
Smith of Delaware. 

Life insurance—C. Lawrence Leggett 
of Missouri and Alfred N. Premo of 
Connecticut. 

Non-profit hospital and medical 
service associations or similar organi- 
zations—Francis R. Smith of Pennsyl- 
vania and Joe B. Hunt of Oklahoma. 


Illinois Mid-Continent Life has been 
admitted in Arkansas. 





WLRT CARD GIVEN, TOO 


Stever, Coolidge 
To Be Speakers At 
Denver NALU Rally 


WASHINGTON—Ron Stever, gen- 
eral agent of Equitable Society at Los 
Angeles, and Robert B. Coolidge, sen- 
ior vice-president of Aetna Life, will 
be featured speakers at the annual 
meeting of National Assn. of Life Un- 
derwriters Sept. 24-29. 

Speakers for the Women’s Leaders 
Round Table silver anniversary “Sell- 
arama” have also been announced, for 
Sunday Sept. 24. 

Mr. Stever will appear on the tra- 
ditional Million Dollar Round Table 
hour, Wednesday morning, Sept. 27. 
In addition to being a general agent, 
Mr. Stever is president of Ron Stever 
& Co., consultants on pension, profit- 
sharing and welfare plans. He has 
been a qualifying member of the Mil- 
lion Dollar Round Table since 1935 
and was MDRT chairman in 1943. He 
made the closing address at the annu- 
al meeting of the Round Table last 
June. He is a past president of the 
Pasadena Life Underwriters Assn. 
and served as a director of the Los An- 
geles association, the Los Angeles 
Managers Assn., Los Angeles Life In- 
surance & Trust Council and Los An- 
geles CLU chapter. 


Irvine To Introduce Stever 





Mr. Stever will be introduced by 
James B. Irvine Jr., general agent of 
National Life of Vermont at Chatta- 
nooga and this year’s chairman of the 
Million Dollar Round Table. 

Mr. Coolidge will stress a realistic 
approach to agency management when 
he addresses the General Agents & 
Managers Conference meeting Wed- 
nesday Sept. 27. A recognized authori- 
ty on field management, Mr. Coolidge 
has been a principal speaker at nu- 
merous national meetings, including 
those of American Life Convention, 
LIAMA and Canadian Life Insurance 
Officers Assn. “Easy Doesn’t Do It” 
will be the title of his talk. A former 
director of LIAMA and former chair- 
man of its Agency Officers Round Ta- 
ble, Mr. Coolidge has also been a di- 

(CONTINUED ON PAGE 21) 


McNamara Is NALU 
Nominaiors Choice 
For Secretary Post 


Bowman, Gatling, Downs, 
Connaughton, Hoche, Yount 
Nominated For Board Jobs 


WASHINGTON—Frank G. McNam- 
ara, general agent for Old Line Life at 





F. G. McNamara 


Waukesha, Wis., has been nominated 
for secretary of National Assn. of Life 
Underwriters. 

The nominating committee, headed 
by William H. Pryor, Connecticut Mu- 
tual Life, Wautwatosa, Wis., also 
picked a slate of six men to fill the six 
trustee posts that will become vacant 
when the present NALU year con- 
cludes next month at the annual con- 
vention in Denver. In accordance with 
tradition, the committee chose NALU 
Vice-president R. L. McMillon, man- 
ager of Business Men’s Assurance at 
Abilene, Tex., to become president and 
Secretary David M. Blumberg, Massa- 
chusetts Mutual Life, Knoxville, Tenn., 
to advance to vice-president. Treas- 
urer Louis J. Grayson, Travelers, 
Washington, D.C., was nominated to 
continue as treasurer. 

Trustee nominees, all of whom 
would fill two-year terms, are David 
C. Bowman, agent of Fidelity Mutual 
Life at Allentown, Pa., Clyde A. Con- 
naughton, agent of Metropolitan Life 
at Shreveport, now completing a one- 
year term on the board, Edward H. 
Downs, general agent of Midland Na- 
tional Life at Aberdeen, S. D., Wil- 

(CONTINUED ON PAGE 21) 


William H. Pryor 





The first policy 
issued by Harleys- 
ville Life, subsidi- 
ary of the Harleys- 
ville group of com- 
panies, is delivered 
to C. William Fox 
of Skippack, Pa., 
by Arthur A. Al- 
derfer, president 
of the companies, 
right. Mrs. Fox, 
beneficiary of the 
$5,000 policy, is a 
former Harleys- 
ville employe. G. 
William Meschter, 
agent at Norris- 
town, standing left, 
sold the policy. 
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Firing Its Own Replacers Called 
Troubled Company’s Best Move 


By ROBERT B. MITCHELL 


NEW YORK—tThe greatest cure of 
all for the replacement problem—but 


one that seems to 
be getting scant 
attention—would 
be for each com- 
pany to attack the 
trans gre s- 
sors among its 
own agents, ac- 
cording to Solomon 
Huber, general 
agent here for Mu- 
tual Benefit Life. 

“Don’t go after 
the man in another 
company, go after 
your own man,” he declared in answer 
to a question in an interview. “Here’s 
how to do it: Since most companies 
won’t pay a second commission on a 
policy originally written in that com- 
pany, it means that when one of its 
agents wants to rewrite a case he or- 
iginally placed in that company he 
takes it to some other company. 

“So let us, therefore, with the co- 
operation of the general agent, pick 
in, say, each agency in the metropolitan 
area one or two men who seem to be 
doing a tremendous production, but 
whose production in their own com- 
pany has fallen off badly. Yet they’re 
living very well, driving bigger cars 


Financed Insurance 
Case To Be Tried By 
Tax Court Oct. 2 


WASHINGTON—The Warren H. 
Brown Case, in which the tax court is 
being asked by the Internal Revenue 
Service to knock out the deductibility 
of interest in financed life insurance, 
will come to trial Oct. 2, according to 
information reaching Assn. For Ad- 
vanced Life Underwriting. 

In a bulletin to members, Silverstein 
& Sherman, counsel and executive 
directors of AALU, noted that the 
Supreme Court decision in Knetsch vs 
Commissioner, which denied a deduc- 
tion for interest on financed single 
premium annuities, is the key case in 
this area, but they point out that the 
Brown case can be distinguished from 
the Knetsch case on these grounds; 

1. In the Brown case, the notes for 
the borrowed funds constituted per- 
sonal obligations, unlike the situation 
in Knetsch, where the notes were 
without recourse. 

2. The borrowing in the Brown case 
was from a bank. In Knetsch, the 
insurance company did the lending. 
The Supreme Court held that there 
was in fact no valid debt. 

3. The Brown case concerns, at 
least in part, life insurance policies, 
whereas Knetsch was a pure single 
premium annuity situation. 

“Your Washington counsel have 
been working closely with Mr. Brown’s 
attorney, and have been providing him 
with such information and data as we 
thought might prove helpful,” said the 
AALU bulletin. “Any AALU mem- 
bers who might have additional 
thoughts that we could pass on to Mr. 
Brown’s attorney should write to 
AALU’s Washington counsel. The case 
is an important one. Your idea may 
prove to be decisive in a favorable 
decision for the taxpayer.” 

With the bulletin went a copy of the 
stipulation of facts. 


Solomon Huber 








and going on costlier vacations. 

“So we must assume that such an 
agent is doing well somewhere else 
than with his own company. If he is 
doing well elsewhere, yet is having 
lapses of business in his own company, 
it should be rather clear that this man 
is doing a land-office business rewrit- 
ing his old business in other com- 
panies—particularly if he already has 
minimum deposit business in force in 
his own company, with big loans, which 
is running off the books. 

‘Now I’d want to see such a man 
checked by using Retail Credit or 
Hooper-Holmes, Have an inspector go 
out with a fistful of his lapsed cases and 
simply check to see if they were writ- 
ten within a year before or after. As 
soon as we discover a man who is 

(CONTINUED ON PAGE 18) 


Clement Of AIU Now 
With Abrams & Bogue 


W. Winthrop Clement has resigned 
as public relations manager of Ameri- 
can International Underwriters to join 
Abrams & Bogue, New York advertis- 
ing agency, as a member of the firm. 

Mr. Clement began his insurance 
career in 1935 with Liberty Mutual. 
Subsequently he was insurance man- 
ager of Lerner Stores, executive sec- 
retary of Risk Research Institute, and 
executive vice-president of National 
Assn. of Insurance Brokers before join- 
ing AIU in 1948. 

He initiated the personal insurance 
divsion of AIU, moved into general pro- 
motional activities in 1951 and was des- 
ignated to establish the public relation 
department in 1952. A past president of 
Insurance Advertising Conference, Mr. 
Clement has won several of that or- 
ganization’s awards in advertising. He 
has been a member of the advertising 
and public relations advisory committee 
of Insurance Information Institute and 
chairman of the public relations com- 
mittee of Insurance Society of New 
York. 


United Equity Life Buys 
Midwest Life Of Joliet 


Stockholders of United Equity Life 
of Chicago have approved the ac- 
quisition of Midwest Life of Joliet 
which will add an additional $10 mil- 
lion of life insurance to United 
Equity’s books. The purchase of the 
Joliet company involved an_undis- 
closed sum of stock in United Equity. 
Midwest is a mutual life company, 
also writing a full line of A&S, major 
medical and hospitalization, with a 
staff of some 75 agents based in down- 
state Illinois. Vincent Ferrantino 
president Midwest Life, will become 
an officer of United Equity in charge 
of its industrial division. 

According to Jerome F. Garland, 
United Equity president, acquisition 
of the Joliet company involves the 
first of four companies his company 
will seek to acquire before Dec. 31, 
1961. Since early this year, United 
Equity has specialized in life insur- 
ance for persons with heart disease, 
writing some $34 million in policies 
of this “life-line” program. 

Federal Life of Chicago reports 
David C. Engelhardt, St. Louis, quali- 
fied as man of the month in July 
through new business submitted on 
both life and A&S coverages. 





Lite-Fire-Casualty 
Combine Inevitable, 
W. Va. Agents Told 


Under the “catalytic influence” of 
the New York court of appeals’ deci- 
sion allowing life companies to buy 
fire-casualty companies natural forces 
will draw fire, casualty, marine, au- 
tomobile and life insurance under a 
single banner of insurance, according 
to Bradford Smith Jr., president of 
Ins. Co. of North America, in a talk at 
the annual meeting of West Virginia 
Assn. of Insurance Agents at White 
Sulphur Springs. 

“This means,” he predicted, “that 
agents will sooner or later be under 
great pressure to add life insurance to 
agency services, if they have not al- 
ready done so.” 

Mr. Smith said he had made a count 
of the number of groups of all kinds 
containing a life company and had 
found 155. One authority, he said, has 
stated that of the 136 largest fire-cas- 
ualty groups, 74 now have life compa- 
nies. 

Adding the two sides of insurance 
together creates a business with $32 
billion in annual premium volume, or 
about 8% of the national income. This 
merging of interests will eventually 
double the horizon and the responsi- 
bility of the general lines agent, said 
Mr. Smith. 


Liberty N atl. Buys 


Forest Lawn Lite 


Liberty National Life has purchased 
all stock of Forest Lawn Life of Glen- 
dale, Cal., for approximately $1142 mil- 
lion. Forest Lawn Life has assets of 
about $7 million and has some $50 
million of insurance in force. 

Forest Lawn Life was organized in 
1941 as a wholly owned subsidiary of 
the Forest Lawn Co. The parent com- 
pany is affiliated with the Forest 
Lawn cemeteries and mortuaries in 
and around Los Angeles. Forest Lawn 
Life was organized for the primary 
purpose of selling funeral insurance 
policies to provide in advance for 
funeral expenses. Frank P. Samford 
Sr., chairman of Liberty National, 
pointed out that for many years the 
company has been engaged in the sale 
of burial insurance in Alabama and 
the owners of Forest Lawn Life were 
particularly interested in selling to 
Liberty National because of this. 

Liberty National has applied for a 
California license. When the applica- 
tion is approved, it is planned to merge 
the operations of Forest Lawn Life 
into Liberty National and operate un- 
der the Liberty National name. Until 
then, Forest Lawn Life will be oper- 
ated as a wholly owned subsidiary. 
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REGIONAL RALLIES TOLD: 


Conn. Mutual's Top 
100 Earning Double 
1951 Commissions 


Connecticut Mutual’s top 100 agents 
averaged $1,271,000 in production last 











Edward B. Bates Charles Zimmerman 


f 
year, more than double that of the top — 


100 in 1951, Raymond W. Simpkin, 
vice-president in charge of agencies, 
said at Connecticut Mutual regional 
sales conferences, held in Asheville, 
N.C., Mackinac Island, Mich., Estes 
Park, Colo., and Dixville Notch, N.H. 

“The upgrading of our full-time re- 
presentatives in the past decade both 
in production and earnings has been 
most encouraging,” he said. “The vol- 
ume of business from full-time repre- 
sentatives in 1951 was $170 million or 
66% of our business. In 1960 it was 
$349 million and 74% of our business, 
In other words, business increased 
130% in the decade but business from 
our full-time organization was up 
158%. 


Agents’ Average $6,820 


a IC SALA te 





“On the earning side, and here || 
am dealing with Connecticut Mutual | 
commissions only, the average commis- | 
sion income for all full-time, first year, | 
retired, leave of absence, and all others © 
was $4,341 in 1951 and $6,820 in 1960.” 

However, said Mr. Simpkin, the top 
100 full-time agents showed the fol- 
lowing pattern in 1960 and 1951, re- 
spectively: total production, $127,135, 
000 and $62,500,000; average per 
agent $1,271,000 and $625,000; average 
first commissions, $14,364 and $8,206; 
average renewals $10,657 and $5,739; 
average Connecticut Mutual income 
$25,021 and $13,945. 

This represents an increase of 103% 
in production and 86% in income in 
the past 10 years. | 

Dividends in the last decade have 
been increased seven times, aggregat- 
ing a 50% improvement over-all. In 
the same period excess interest credit- 
ed on dividend accumulations has been 

(CONTINUED ON PAGE 19) 











Construction has 
begun on Capitol 
Life of Denver’s 
new ll-story of- 
fice building at 
16th and Grant 
Streets there. The 
$4 million struc- 
ture will contain 
100,000 square feet 
and off-street 
parking will be 
provided for 300 
automobiles. The 
building was so 












designed that the 
trees presently lin- 
ing the property 
will be preserved. 
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LIFE INSURANCE EDITION 


Steady income is a man's most valuable economic asset and needs 
protection. Over the years, this income could amount to quite a 
sum—if it continues without interruption. But a serious accident 
or illness could change all that . . . a fact that no man can ignore. 


You can’t ignore this most important client need, either. You'll dis- 
cover that Provident Mutual's Income Protection policies are quite 
flexible and offer liberal benefits. All are non-cancellable and 
guaranteed renewable to age 65—and participating. In addition, a 
wide range of elimination and maximum benefit periods makes it 
possible for your client to design his own plan. 


Our competitive net costs make this portfolio of up-to-date coverages 
even more attractive. Provident Mutual's new Income Protection 
policies won't lie down on the job! You'll do well to investigate. 


mAAAAAAAA 
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Michigan’‘s ‘Medicare’ 
Program Costing State 
$5 Million The Ist Year 


More than 9,500 persons have been 
assisted under the “‘medicare” program 
in Michigan since the legislature 
brought the state under the federally 
assisted program some eight months 
ago. 

Cost to the state, according to wel- 
fare department officials, will approxi- 
mate $5 million for the fiscal year, with 
the federal government supplying an 
additional $6 million and counties 
about $1 million. 

W. J. Maxey, state welfare director, 
considers the program successful in 
“relieving the basic anxiety of the 
aged.” He said “older people with lim- 
ited means no longer need be concerned 
with the possibility that cost of hospi- 
talization will wipe out every reserve 
they have.” 

Mr. Maxey conceded that some per- 
sons are not satisfied with the program, 
feeling that periodic examinations and 
diagnostic services should be included, 
He voiced the view, however, that “we 
are taking care of a basic need in a 
reasonably adequate manner and I 
think it’s getting to a point where it’s 
a question of what can the taxpayer 
afford.” 


Making Replacer Prove 
Buyer Will Benefit 


(CONTINUED FROM PAGE 1) 
not only better than the old one but 
demonstrably better. 

“Good agents, smart agents will not 
wish to spend all their time defending 
past actions,” Mr. Davis predicted. 
“Those who continue to replace may 
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well find themselves eventually with- 
out a company connection.” 

Mr. Davis also noted a considerable 
increase in the first half year in poli- 
cies of other companies replaced by 
National Life agents, and in National 
Life’s own policies replaced by agents 
of other companies. National Life has 
decided to notify general agents at 
once when it learns of a threatened 
replacement of a National Life policy. 

The whole industry, said Mr. Davis, 
has a large stake in reversing the re- 
placement trend. He explained that 
the rising cost that replacement causes 
can make it difficult for life insurance 
to compete effectively with other sav- 
ings and investment media. 


Greatest Reason 


Mr. Davis also stated that perhaps 
the greatest reason why the federal 
government has not taken over life 
insurance is that enough agents “are 
willing to do things the hard way” and 
“believe enough in what they are doing 
to expend all of the blood, sweat and 
tears that go into the making of a 
successful life insurance agent.” Fur- 
ther, there is a social value to cash- 
value life insurance that cannot be 
duplicated under any governmental 
system of life insurance protection. 

The company is growing rapidly in 
insurance in force, sales, and number 
of agents. It expects to reach $3 billion 
in force late this year or early next. 
This would be only four years after 
passing the $2 billion mark. Sales of 
more than $200 million for the first 
half year were 20% ahead. National 
Life now has 724 career agents, against 
650 a year ago. 

Mr. Davis summarized the com- 
pany’s first half year results as very 
satisfactory. Its financial position is 
solid. 





LACOP likes challenges .. . 


company and its agents. 


2204 WALNUT STREET 
@ All Forms of Life Insurance 
@ Minimum Deposit Programs 


® Group Life—Accident and Health 





ERUSIZTRA TED? 


An insurance representative with a limited variety of policies to sell 
is a frustrated and unhappy man. 
and well rewarded because they have more to sell to more prospects. 
and meets them by creating policies to 
suit a particular situation. The result is an enviable record of past 
growth and the promise of continued growth in the future for the 


LOCOP’S SENIOR WHOLE LIFE POLICY provides increasing 
benefits for senior citizens from 60 to 90 at reasonable rates. In 
many cases, no medical examination is required. Find out how 
this and other LACOP plans can substantially increase your 
earnings. For a confidential interview regarding fine opportun- 
ities in Maryland, Florida, Louisiana, and Western Pennsylvania, 
write Sherman J. Edelman, Executive Vice President. 


Life Assurance Company of Pennsylvania 





LACOP agents are always happy 


PHILADELPHIA 3, PENNA. 
@ Guaranteed, Renewable—Accident and Sickness 
s/ Hospitalization—Medical and Surgical 


/ @ Franchise and Association Programs 








Liberty Life Pays 20% 
In Stock; In-Force Up 5% 


Liberty Life of Greenville has de- 
clared a 20% stock dividend. The reg- 
ular cash dividend of five cents will 
continue on the increased stock. 

At the same time the company re- 
ported substantial gains at the half- 
year mark. Ordinary insurance in 
force was $1,353,254,272, up 5% from 
the beginning of the year. Assets were 
up $5,466,401 to $135,344,139. 


Health Insurance Plan 
Rate Increases Granted 


The New York department has au- 
thorized Health Insurance Plan of 
Greater New York, the closed panel, 
non-profit corporation, to increase 
rates up to 28% on conversion con- 
tracts and 27% on group enrollments. 
Conversion contracts cover persons 
who start with the plan on a group ba- 
sis but then elect to be insured indi- 
vidually. At the same time, the de- 
partment turned down additional in- 
creases which were to be used in cre- 
ating a reserve fund for hospital fa- 
cility development. 

The revised rate increases incorpor- 
ate a suggestion by the department 
that the rating distinction between 
upper and lower income subscribers 
be abolished. 


Western Life, Helena, 
Reports New Premiums 
Up 15% In First Half 


At the halfway point of 1961, West- 
ern Life of Helena reports new pre- 
miums were 15% ahead of last year— 
an increase of $180,841. Volume of 
new life insurance paid for during the 
first six months was also higher than 
1960. June’s production total of $9.7 
million brought the half-year total to 
$63.5 million up 8%. 

Health insurance sales for the life 
affiliate of St. Paul F.&M. were also 
higher during this period, with an 
$8,480 increase in new premiums. As 
of June 30, the group department had 
a total of $106 million of group life in 
force. 


R.C. Tookey In New Post 
With Peat, Marwick, Mitchell 


Robert C. Tookey, vice-president 
Lincoln National Life, will join the 
management staff of Peat, Marwick, 
Mitchell & Co. in Chicago, Aug. 28. 
He will head the public accounting 
firm’s newly established actuarial de- 
partment. Peat, Marwick has also con- 
tracted for the advisory services of 
his father, Clarence H. Tookey, Pasa- 
dena, Cal., consulting actuary and for 
many years actuarial vice-president 
of Occidental Life of California. Both 
father and son are fellows of Society 
of Actuaries. 


Wood Elected President 


E. Wayne Wood, general agent John 
Hancock, has been elected president 
of Houston General Agents & Man- 
agers Conference. 

Other officers named at the confer- 
ence’s final monthly meeting of the 
year were Norval S. Pierce, manager 
Metropolitan Life, vice-president; 
James P. Wiseheart, manager Great 
Southern Life, treasurer, and John I. 
Lippincott, general agent Northwest- 
ern Mutual Life, secretary. 

Presidential Life of Chicago has 
moved to 100 South Wacker Drive in 
that city. 


Lite Insurer Sues Its 


Underwriting Company | 


Francis Marion Life has filed a | 


complaint that the underwriter of its 
stock, Francis Marion Finance & In- 
vestment Co., diverted approximately 
$59,597. The complaint was filed at 
Richland County, S. C., courthouse by 
Thomas C. Fitzgerald, who was made 
president of the life company after 
A. L. Homewood, its founder, was in- 
dicted for fraud. The investment cor- 
poration was incorporated after the 
chartering of the life company, with 
Mr. Homewood and other principle of- 
ficers of the life company also serving 
as the investment company’s officers, 

The complaint stated that the un- 
derwriter maneuvered stock issues in 
such a way that it “procured, appro- 
priated and diverted for its own use 
and benefit” funds belonging to the 
life company. Mr. Fitzgerald said he 
believed the investment company held 
some 18,000 shares of the life compa- 
ny’s stock that could be applied 
against an award by the court. 


Bankers Life, la., Has Good July 

New ordinary business of Bankers 
Life of Iowa for July amounted to 
$27,731,181. New group insurance for 
the month was $22,994,746 The total 
represented an increase of more than 
39% over the same month last year, 
For the first seven months new pro- 
duction amounted to $254,729,995, 
with ordinary totaling $168,416,381 
and the balance group. 





Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. LaSalle Street, Chicago, August 15, 1961 




































Bid Asked 

$ $ 
Aetna Life 132 134 
American General ...........ccccccessesee 65 67 
Beneficial Standard ..... 33% 34% 
Business Men’s Assura 82 84 
Cal.-Western States .... 89 92 
Commonwealth Life .. 464% 47% 
Connecticut General ................0 255 260 
Continental Assurance ................. 192 197 
Franklin Life 114 116 
Great Southern Life ................... 107 110 
Gulf Life 35 36 
Jefferson Standard .............cccc 66 68 
Liberty National Life .................. 8342 85 
Life & Casualty 27 28 
Life of Virginia 99 103 
Lincoln National Lif 141 145 
National L. & A. ...... 184 188 
North American, Il 23 24 
Ohio State Life ............. 50 54 
Old Line Life ......... 75 Bid 
Old Republic Life .... 2442 25% 
Republic National L 73 76 
Southland Life .......... 141 146 
Southwestern Life 102 105 
Travelers 139 142 
United, Il. 56 58 
U. S. Life 85 8719 
Washington National .......... 64 68 
Wisconsin National Life .. 44 46 








Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Ce. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 




















ficipa 
specia 
throu; 
direct 

Bes: 
age, ; 
exten: 
licatio 
Detroi 


retaine 


Unite 


Stocl 
have fc 





19, 196] | 


Dany 
filed a 
ar of its 
e & In- 
ximately 


filed at — 


10use by 
as made 
ry after 
was in- 
ent cor- 
fter the 
ny, with 
ciple of- 
) serving 
officers, 
the un- 
issues in 
» appro- 
Own use 
sy to the 
said he 
any held 
- compa- 
applied 


| July 

Bankers 
inted to 
ance for 
‘he total 
ore than 
ast year. 
ew pro- 
t,729,995, 
8,416,381 





& Ce. 
ing 
CG1475 


liect. 





WPPPLPPLD 


XUM 


a 
t 








August 19, 1961 


Detroit Life Agents 
Participate In Program 
On Personal Affairs 


The first major metropolitan area 
program to stimulate interest in the 
need for well-rounded security in the 
event of retirement or untimely death 
nas just been concluded in Detroit. In- 
itiated by the Detroit Life Underwrit- 
ers Assn., the program was _ jointly 
sponsored by organizations represent- 
ing insurance men, bankers, attor- 
neys and certified public accountants. 

The program “made _ history” in 
Detroit because it was the first time 
the four professional groups had 
joined in an endeavor, according to 
the life agents’ association. Called 
Personal Affairs Month, the program 
utilized press, radio and _ television, 
conducted a speakers’ bureau, and 
capitalized on point-of-contact pro- 
motional material. 

The four-point objective of the pro- 
gram was to encourage Detroiters to 
inventory their personal financial 
status; update insurance programs to 
keep pace with increased incomes; 
draft or update wills, consult bank 
trustees. 

In order to get people thinking 
about how they stood as to their own 
financial planning, a family balance 
sheet was developed. This simplified 
balance sheet enabled people with no 
financial training to compute their net 
worth and thus see whether they were 
making sufficient progress toward 
their own particular goal of retire- 
ment income. 

The Detroit committee produced 
100,000 copies of the copyrighted 
family balance sheet. Distribution was 
attained primarily through banks di- 
rectly to depositors (one bank mailed 
10,000 with monthly statements), 
but the forms were made available to 
insurance salesmen, as well as to other 
participants. The balance sheet opened 
with a series of questions to guide 
readers into self-inventory. Included 
were the questions: 

“Is your life insurance up to date 
in respect to listing all of your bene- 
ficiaries—including new children or 
grandchildren, and having a payment 
plan which is right for you? (Life in- 
surance should equal at least the 
equivalent of five years’ income). Does 
your other insurance sufficiently pro- 
tect you from lawsuits resulting from 
auto accidents or accidents to people 
in your home?” 

The speakers’ bureau of Detroit 
Life Underwriters Assn. participated 
in the month-long program. Speakers 
appeared before business men’s clubs 
and other groups. All members of par- 
ficipating organizations received 
special coverage on the activity 
through group publications and by 
direct mail. 

Besides general newspaper cover- 
age, special articles appeared in the 
extensive network of company pub- 
lications produced throughout the 
Detroit area, and personal affairs 
month messages were flashed from 
utility company “spectacular” signs 
over Detroit’s two major expressways. 

Donald F. Lau of Massachusetts 
Mutual Life and a board member of 
the life underwriters association 
Served as associate general chairman 
of the program. Maunders Co., De- 
troit area public relations firm, was 
retained as coordinator. 


United, Suwannee, Merge 


Stockholders of United of Chicago 
have formally approved the acquisition 
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of Suwannee Life of Jacksonville, Fla., 
to merge with United. Details of the 
purchase were reported in the April 
29 issue. Suwannee has more than $80 
million in force, mostly industrial. As 
a result of the merger, United’s assets 
now exceed $136 million, with capital 
and surplus totaling approximately 
$27 million and life in force of $850 
million. 


Michigan Blue Cross 
Has New Major Medical 
Policy OK'd By Blackford 


Michigan Blue Cross-Blue-Shield 
has had its new “broad-spectrum” 
supplemental health care program ap- 
proved by Commissioner Blackford. 
The program is designed to reduce 
additional out-of-pocket expenses not 
now covered in the traditional basic 
health care program, is optional, and 
will be offered to groups requesting 
it in the near future. It includes, on 
a share-the-cost basis, such items 
as home-and-office calls, prescribed 
drugs, private duty nursing, out-of- 
hospital psychiatric care, and ambu- 
lance service. 

For the family in Michigan making 
$7,500 or less and enrolled in the 
basic comprehensive Blue Cross-Blue 
Shield M-75 plan, the cost is about 
10% more than the current rate for 
the basic program. Total rates will 
vary according to family and income 
status, but the new program will be 
available to everyone in a group. For 
the additional 10% in cost subscribers 
will receive up to a maximum of 
$50,000 worth of additional and ex- 
tended health care benefits. 

The new program will work like 
this: 

—Full service will continue on the 
basic Blue Cross-Blue Sield compre- 
hensive M-75 program, but will be ex- 
tended up to a maximum of $30,000 
worth of needed additional hospital 
days. The limit of the current basic 
contract is 120 days. 

Supplemental benefits such as 
private duty nursing, home-and-office 
calls, prescribed drugs, out-of-hospital 
psychiatric care, artificial limbs, and 
ambulance service will be provided on 
a cooperative basis. That is, subscrib- 
ers will pay 20% of the cost of such 
health care expenses as drugs, home- 
and-office calls, and ambulance. They 
will pay 50% of the cost of private 
duty nursing and psychiatric care. 

—A deductible is provided; for ex- 
ample, a family with an income of 
less than $7,500 will pay $150 de- 
ductible, and an individual will pay 
$100 before additional benefits become 
available. After paying the deductible, 
a subscriber then becomes eligible for 
up to $20,000 in additional benefits. 
The total maximum extended and ad- 
ditional benefits could reach as much 
as $50,000. 


Northwestern Mutual Publication 
To Mark 60th Anniversary 

Field Notes, a national monthly 
magazine for the field force of North- 
western Mutual Life, will complete 
its 60th year of publication next 
month. The company believes the pub- 
lication to be the oldest of its kind. 
Some 8,000 copies are mailed out 
monthly to the company’s agents and 
by special request to colleges and 
universities country-wide. Its _ first 
editor was Percy H. Evans, assistant 
superintendent of agencies, who later 
became vice-president and actuary 
and retired in 1946. The present editor 
is David J. Behling, editor of field 
publications, who has edited Field 
Notes for 11 years. 


Southwest Management 
Conference Is Sept. 8-9 


Program highlights or the annual 
Southwest Management Conference to 
be held in the Statler Hilton Hotel, 
Dallas, Sept. 8-9, include a roster of 
speakers headed by Carr R. Purser, 
general agent of Penn Mutual Life, 
New York City, and national chairman 
of Texas General Agents & Managers 
Conference of National Assn. of Life 
Underwriters. 

Other speakers for the affair, which 
normally draws about 700 persons 
from, six states, include Edward A. 
Fish, vice-president and agency direc- 
tor Variable Annuity Life; Brice F. 
McEuen, vice-president and agency 
director Lamar Life; Kenneth McFar- 
land, educational consultant General 
Motors. 

Also, Floyd A. Rosenfelt, general 
agent Connecticut Mutual Life; Toledo; 
Robert L. Woods, general agent Massa- 
chusetts Mutual Life, Los Angeles, and 
Robert Morris, president University of 
Dallas, who will address the annual 
dinner. 

Invitations to attend the conference 


one of the 








ASSURANCE COMPANY, 
Progressive and competitive, yes ... but not 


at the expense of financial security 


hest 
nd.. of the 
usiest 


Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so—and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 


Contiall Life 
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Massachusetts Mutual's 
Half-Year Sales Up 2.5% 


Massachusetts Mutual’s total sales 
for the first six months were $626,620,- 
620, up 2.5%. New individual business 
was $532,087,594 and individual insur- 
ance in force was $7,069,297,573. Total 
insurance in force stood at $8,636,189,- 
440, a six-month increase of $357,725,- 
849. 

Group sales were $94,533,026. Esti- 
mated annual premiums on group in- 
surance increased by $13 million over 
the June, 1960, figure. 

The gross average yield on new in- 
vestments was 6.15%, compared with 
5.93% a year ago. Total new invest- 
ments were $120,490,269. 





have been sent to some 3,600 general 
agents and managers in Texas, Okla- 
homa, Arkansas, Louisiana, New Mex- 
ico and Arizona. John P. Pierce, gen- 
eral agent State Mutual Life, is gen- 
eral chairman. The conference is spon- 
sored by Texas General Agents & 
Managers Conference, of which Ben 
P. Atkinson, American General Life, 
Austin, is president. 





DES MOINES 6, IOWA 


ASSETS | $180 Million 
SURPLUS | $15 Million 
INSURANCE | $650 Million 

IN FORCE 
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Partnership Of Home Office Underwriter 
And Health Agent Reviewed By F. W. Evans 


According te a popular myth occa- 
sionally circulated among some health 
insurance producers, home office un- 
derwriters are placed in their posts 
for the sole purpose of frustrating their 
companies’ field forces. Why this is 
not so and why the relationship be- 
tween producer and underwriter is and 
should be that of a partnership was 
outlined in a speech by Francis W. 
Evans, director of A&S underwriting 


of Prudential, at the annual meeting 
of International Assn. of Health Un- 
derwriters at New York. A digest of 
his talk appears below. 


By FRANCIS W. EVANS 


As an underwriter I am frequently 
asked “How should the field health 
underwriter perform to get the best 
possible handling of his business in 
the fastest time by the home office 


underwriter?” 

I suspect some people ask me this 
question with their tongue in cheek 
and their harpoon at that part of my 
anatomy where it will do the most 
good. However, I think this is an ex- 
cellent question—particularly today, 
and has a very important bearing not 
only on the relationship between the 
health underwriter in the field and 
the underwriter in the home office, 
but on the question of whether the 
professional health insurance field un- 
derwriter will have a continuing im- 
portant place in the future of insur- 





A company is known by the face it presents to the public. This advertisement is one of a series 
that appears regularly in national magazines ...a series that identifies our company and its 


agents with the American way of life and all that it stands for. 





Ir you saw him you already know, and if you did not sce him 
there is no way to tell you, just how it was, how the air changed and 
your heart leaped up, when the Babe picked up his long bat and came 


loping up to the plate. 


The way he looked—the blacksmith’s body on the ballet dancer's legs— 
you knew it was the Babe from the last row in the bleachers. 

The way he walked—something between a swagger and a shamble— 
the walk of a man who knew he was good, and was glad of it, 


but didn’t take it too seriously. 


What was it about the Babe? Why did we love him? Not just 
because he could hit a ball harder and farther and more often 
than any man who ever lived. There was more to it than that. 


We loved him because he'd had it so tough as a kid, and had made 





£ 


cause of any kind. 


We loved him for the way he called everybody “Kid” if they were 

under forty, or “Doc” if they were over. And most of all we loved him 
because we were little and he was big, and yet he was like us, and we could 
hope to be—if we tried real hard—something like him. 


the grade anyway. We loved him because he always had 


as much time for the newsboy on the corner as for the 





MUTUALYJLIFE 


BOSTON, MASSACHUSETTS 


He showed us how to play the 


big shot in the box ...and because he gave himself so freely to anybody 
who needed him—a sick kid in the hospital, a charity drive, a good 


They say there'll never be another Babe Ruth, but they're wrong. 

In this kind of country, there'll always be men like the Babe. Men who can 
rise up high from way down low. Men who can solo brilliantly, 

and still play with and for the team. Men who swing hard at life, 

trying for a homer, but never forgetting the decent rules of the game. 

In a country where nearly everybody is willing to play ball with 

the next man, how can Babe Ruth ever die? 


Maneock 
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game 
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ance—or step aside for a machine or 
something similar to it. 

There appears to be a concept io 
some health underwriters that the 
home office underwriter gets a Hershey 
bar for each day he is able to delay 
final action on an application; or that 
if he uses a stalling device such as 
an inspection report or attending phy- 
sician’s statement that he must get a 
merit badge; and if he can modify a 
case or reject it that he must get 
nothing less than the congressional 
medal of honor and a bonus. 

It seems too obvious to have to 
state publicly, but a home office un- 
derwriter’s salary and the measure 
of his opportunity for advancement 
depend on the sales recorded on yours 
and the company’s cash register. “No 
sales” and “refunds” mean nothing 
has gone into the company’s till for 
all the home office underwriters ef- 
fort as well as yours. This is a simple 
statement of basic economic principle 
in our business—but often forgotten. 


Co-Partner In Success 


I submit to you that the home of- 
fice underwriter is in fact your “co- 
partner” in this business of ours. As 
you enjoy success—likewise do sta- 
bility and opportunity appear on the 
horizon of the home office underwriter. 

Let us not be confused over this 
thing called success. If you live for to- 
day, and tomorrow is just a word in 
the dictionary—then we are not talking 
about the same thing. My conception 
of professional underwriters is a group 
of sincere and dedicated people whose 
career is helping others to protect 
themselves and their loved ones from 
financial adversity resulting from sick- 
ness or injury. 

You do this in advance by planning 
for each individual’s special circum- 
stances that may confront him or his 
family tomorrow! If you are sincere- 
ly helping to protect your clientele for 
tomorrow—and God help you if you 
are not—then let me briefly suggest 
how your co-partner in the home of- 
fice underwriting group is helping you. 


Paper With Promises 


You have first sold yourself and your 
sincerity to your prospect or you 
couldn’t get his signature on an appli- 
cation. He likes you and believes in 
you, and probably thinks the company 
must be pretty good to have a man 
like you associated with it. You have 
demonstrated your knowledge of your 
product and the health field in general 
by determining the particular plan for 
his needs—but only after gaining his 
confidence and learning what his needs 
are. You have convinced him that 
the policy—while only a piece of paper 
with promises— is a seriously vital and 
important part of his particular future 
and not something out of a box of 
Cracker-Jacks someone thinks the av- 
erage John -Q. Public should have. 

What you do next as you complete 
the application qualifying the risk, is 
the keystone in making it possible for 
your co-partner in the home office 
underwriting divison to back you up 
and protect your future, your profes- 
sional stature and “the tomorrow” for 
both you and your clients. 


Important Job Done 


No, you don’t market the underwrit- 
ing decision in the field. You have 
done the big important job for which 
you are the specialist. Now, you leave 
the rest to your co-partner with the 
help of all the information you can 
give him to enable him to make the 
right decision to protect your tomor- 
row. You have a right to expect him 
to do just this and if he doesn’t, you 
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should get a new home office under- 
writer. 

However, keep in mind he cannot 
do the best job on your behalf unless 
you give him everything you can to 
work with. Remember he is on your 
side. If you fail to tell him of that 
check-up a few months ago and he 
oes blindly along issuing a policy— 
don’t blame him when that claim sud- 
denly arises and the check-up comes 
to light in its full significance, and 
serious consequences result in your 
client calling “foul.” 


Partner Or Adversary 


Your client’s tomorrow has fallen 
to pieces and with it an important 
part of your reputation and stature and 
part of your tomorrow. Don’t jeopar- 
dize this by letting your co-partner 
learn of the obvious—not from you but 
from a third party. Just remember, 
something one learns from someone 
else looks worse than had it been con- 
veyed by the proper person in the first 
place. To your co-partner in under- 
writing it may look as though your 
client is not playing square with you, 
and he will not permit that client to 
push your tomorrow around. If it hap- 
pens often enough, naturally, your co- 
partner is beginning to wonder whether 
youre treating him as a partner or 
adversary. 

There are occasions when your cli- 
ents will not reveal certain things to 





Offers New Group Program 


_ For Firms Of 25 Or Less 


United Benefit Life has a new pro- 


| gram of group insurance for business 


firms employing less than 25 persons. 
The program—called Progressive Em- 
ployers Program—is referred to as 
PEP. Life insurance, disability income, 
hospital-surgical, and major medical 
benefits are available. 

Features include hospital benefits 
payable for 200 days, a renewal safe- 
guard conversion privilege for hospital- 
surgical benefits, and on-the-job cov- 
erage for persons ineligible for work- 
men’s compensation. 

Disability income and _ hospital-sur- 
gical benefits are in package form. Five 
disability income and 10 hospital- 
surgical packages are available. Hos- 
pital-surgical coverage providing room 
benefits of $10, $12, $15, $18 and $20 
may be selected from two series of 
packages. 

One package series has a 200-day 
payable period for hospital benefits 
plus an X-ray and laboratory benefit 
that pays for services performed in a 
doctor’s office, a clinic, or a hospital 
if the charge is not covered under the 
hospital miscellaneous benefit. A 
second series, which is lower in cost, 
pays hospital benefits for 60 days and 
does not contain the X-ray and lab- 
oratory benefit. 

A sales packet has been developed 

to help in the sales of the program. It 
consists of a folder and separate bro- 
chures for each form of coverage, is 
designed for use as a visual sales aid 
and outlines reasons why the employer 
and employe benefit from the program 
and why the coverage should be pur- 
chased from United Benefit Life. 
_The packet also contains a pocket 
into which the separate brochures can 
be inserted. A premium analysis sheet 
Which readily shows employe cost 
for each coverage, as well as total 
employe cost and total group cost, is 
also part of the packet. 


Adam Rosenthal agency, St. Louis, 
general agency for General American 
Life, led all other agencies in indivi- 
dual life insurance sold during June. 
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you or there will be information which | ¢ 
they will not recognize as having a 
bearing on insurability. Your co-part- 
ner must know them and when and 
how to get these facts discreetly with- 
out taking your valuable time or in- 
volving you when your position and 
your tomorrow is best served by not 
involving you personally. 


Form Of Protection 


When your home office underwriter 
orders something special—look at it as 
a protection for you and your tomor- 
row. It may also make the tomorrow 
of your client better. Many an attend- 
ing physician’s statement has saved 
a world of grief later on for both the 
field underwriter and his prospect. 
Many of these doctor’s statements—es- 
pecially today with the advent of sub- 
standard health insurance—permit 
issue on a more favorable basis than if 
the decision were made solely on the 
contents of the application. 

Your co-partner recognizes the 
significance of a modified issue or 
a rejection—but do you? There is noth- 7 
ing magic in health insurance under- pee th at Su n Life 


writing that will permit the acceptance 


of substandard business on a standard As suran Cc e C om p an y 


basis or a rejection on an issue basis— 


without dire consequences to your to- 
of Canada 


morrow. 
When Rates Rise 


Does it help your tomorrow if rates 
have to be increased because of less 








@ opened its first United States branch in 
Detroit in 1895 and is now active in 43 states? 


prose enon eesti 3 Basie a @ maintains 150 branch offices in the United 
: States and Canada from St. John’s, Newfound- 

? a ? 2 - 

frome the Meeen ne pie pene land to Honolulu, Hawaii and from Miami, 


Or to have the screws suddenly turned 


down in restraint of your activities? Florida to Prince George, British Columbia? 


poo Ps pg ee ee a e has initiated a continuing series of edu- 
us cece Gt wi de i all fh vee cational leaflets in the public interest, of wae 
have said and opens countless new ave- two million have been distributed on request? 
~— pth i a on diuin e offers, among other new policy plans, the 
Adjustable Policy, providing the head of the 
Ne longer trust: cash other oe oy family with a choice of four options after five 


sniping at each other—that business 
is not long for this world. Your home 
office underwriter should be one of 


your strongest supporters and best ‘ 
partners, for where you go he follows. 
But, by the same token, recognize the 


years? 


part he plays in your today and to- 
morrow—especially in these times 


when you and all of us in the health 
insurance field face the greatest chal- 
lenge to our future that we have 


ever known. 

















) Head Office: Montreal 
6 
A story of ... GROWTH and PROGRESS 
Admitted Assets Insurance in Force 
1940 $905,064 $7,703,483 
1950 $6,527,300 $34,552,332 
1955 $12,494,145 ~ $45,169,420 
1960 $20,638,209 $66,447,298 
Present Assets over $21 Million 
Over $70 Million Life Insurance in force. 
As the western U.S. increases in economic importance, BANKERS UNION 
LIFE keeps pace with the trend. 
Investigate our profit sharing contract and 
non-forfeitable renewals. Operating in 13 
states, offering ordinary life on par and non- 
par plans. - 
BANKERS UNION LIFE INSURANCE GOMPANY 
200 JOSEPHINE ° DUDLEY 8-4651 ° DENVER 6, COLORADO 
° C. B. McCormick, President 
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Hospital Expenses 
Per Insured Jump 


The amount of hospital expense ben- 
efits paid by insurers has been in- 
_creasing about four times as fast as the 
number of those covered. According 
to the Health Insurance Institute, $3.25 
billion was paid during 1960 by insur- 
ance companies, Blue Cross-Blue 
Shield and other health care plans for 
hospital costs, an increase of 12.5% 
The total covered by health insurance 
was 131,962,000, up 3.2%. 
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pense benefits tripled while the num- 
ber of those covered increased only 
45%, according to the institute. In 
terms of cost per person hospital ex- 
pense benefits averaged out to $12 in 
1952 as against $25 in 1960. 

The institute said that this pattern 
of year-by-year growth in benefits 
and coverage also holds true for sur- 
gical and regular medical insurance. 


LIA 1960 Proceedings Out 
The proceedings of the 1960 annual 

meeting of Life Insurance Assn. of 

America held in New York City, Dec. 


14-15, have been published by the as- 
sociation in a 300-page book. Contents 
include the names of directors, officers 
and member companies, the text of 
11 speeches given at the meeting, and 
a cumulative index of the proceedings 
for the last four years. 


Another Successful Half 

Life business written at Ministers 
Life & Casualty Union of Minneapolis 
totaled $10,713,611 for the first six 
months compared with life volume of 
$4,878,842 during the first six months 
of 1960. 





In the period 1952 through 1960 ex- 





That’s how it is every time you sell 
GUARANTEED INSURABILITY! 
With Security Mutual’s new Insurabil- 
ity Rider, yow’re making future appoint- 
ments—bona fide sales appointments! 

Now you can guarantee your young 
clients the privilege of future insurance 
purchases, without evidence of insur- 
ability, when you write Permanent Life. 
Here’sxhow. k 

When your prospect buys Life Cover- 
age, point out the benefits in’ maintain- 
ing his personal insurability. No matter 
what the status of your client’s health 
or occupation on his purchase option 
dates, you can increase his insurance 
protection! (Up to $10,000 every 3 years 
to age 40.) 


fli 


Richard E. Pille, Presidert. =J 


‘...then 
I’ll take 
$5,000 more 
in °63, 







POR yor, 
Seg 





ata BECO 
: 





Emphasize the solid family security of 


this plan... the personal estate building 
features... the all-around safety. You’ll 
have him for life! (And as a friend, too.) | 


{ 

Take a look at these low-cost S-M In- , 

surability Rider benefits. They’ll gener- ' 
ate high repeat sales for you! 


No Health, Occupation Restrictions 
Standard Rates: Always in Effect 
No Medical Examination Required 


Purchase Credits on First-year 
Premiums 


Sell the Modern Approach to Insur-’ 


‘ ability — Sell Security Mutual! Contact | 


your Security Mutual General Agent 
today, or write 


SECURITY MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


We _ your security our mutual responsibility 








Robert M. Best,C.t.u. 4293 : 
Vice President—Agencies. 3 f 6 JE 


BSI1EXCHANGE STREET, BINGHAMTON, NEW YORK 
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U. S. Now Spending 
$30 Billion On SS 


America now spends $30 billion an- 
nually on social security and public 
welfare programs—and the total will 
increase further in the future. 


This was the prognostication of aq | 


former social security commissioner, 
Charles I. Schottland, Brandeis Uni- 
versity, as he addressed the opening 
session of a two-week training insti- 
tute on administration of medical care 
for the needy, meeting at University 
of Michigan’s school of public health, 


Toward Complete Coverage 


He predicted that both social se 
curity and public welfare programs 
will move more and more toward com. 
plete coverage of all Americans, 
Benefits will be improved to keep pace 
with changes in the cost of living. 

The wage base for social security 
taxes—now set at $4,800 annually— 
will rise to $5,000 or $5,200 in this 
session of congress, Mr. 
said. “I see no reason why this should 
not be stepped up to the first $6,000 
of earnings in the near future. Even 
at this level, the proportion of total 
earnings covered by social security will 
be lower than it was when the pro- 
gram was established and taxes were 
paid only on the first $3,000 earnings,” 

While the economic status of those 
reaching age 65 may improve in the 
future, he said, the need for strong 
social security and public welfare pro- 


grams will not diminish. As the ay- | 


erage retirement age drops, as more 


people live through their working | 
years, and as medical science extends | 


the life span, the financial needs of 
retired persons will grow markedly. 


Average Of 14 Years 
The man who reaches age 65 today 
has an average life expectancy of 


about 14 years, Mr. Schottland noted. 
Medical expanses in this age group are 


high—and increasing. Even if people | 


can successfully resist Madison Ave- 
nue’s “great conspiracy” to deprive 
them of financial resources during 
their working years, 


by medical needs in later life. 

Mr. Schottland criticized recent con- 
gressional action giving men the op- 
tion of drawing social security benefits 
at age 62. He said this will encourage 
private employers to lower retirement 
ages accordingly—a trend which will 
result in reduced monthly incomes for 
older people. 


Tax Head In Reassurance 
On Convention Deductions 


Mortimer M. Caplin, Commissioner 
of Internal Revenue, has assured busi- 
ness men, trade associations and other 
groups that there is no reason for 
concern that expense deductions, pal- 
ticularly for conventions or business 
meetings, are being disallowed because 
the activity takes place in a resort area. 

Mr. Caplin said that while his de 
partment has intensified audits in the 
travel and entertainment expense area, 
there has been no change in the con- 
cept of what constitutes a deductible 
expense. Expenses clearly shown to 
for business purpose will continue # 
be allowable under existing laws. 

The site of a meeting has not beet 
the cause of any disallowances, # 
though some were made to eliminat 
wives’ and childrens’ expenses, cost 
side trips, and charges for vacation) 
purported to be business trips. Lack 
substantiation of expenses is an 
reason for disallowance, Mr. Capli 
said. 


he continued, | 
their savings may be rapidly depleted © 
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Todd, NW Mutual's 
Volume Leader, 
Offers Some Advice 


No matter how high the agent’s pur- 
pose, or how deep his conviction, he 
can’t do himself 
or anyone else any 
good unless he 
first finds out how 
to sell. For life 
insurance that 
hasn’t been sold 
just doesn’t exist. 

This was. the 
opinion of John O. 
Todd, special 
agent at Chicago 
for Northwestern 
Mutual Life, as he 
addressed the com- 
pany’s Assn. of Agents at its annual 
meeting in Milwaukee. Mr. Todd led 
the company last year in total volume. 

Remarking that he had originally 
entered the business with the idea 
that insurance performed an import- 
ant service and with the hope that 
he might, accordingly, be able some 
day to approach doing for people some 
fraction of what his father, a doctor, 
had been able to do, Mr. Todd offered 
some advice garnered from his early 
years in the business. 





John O. Todd 


Sometimes Rude 


A lot of people, he noted, did not 
think they were being helped when 
he tried to sell them life insurance. 
A lot of people did not have too high 
an opinion of a life insurance agent— 
and in fact were sometimes downright 
rude. 

When he learned that simple tru- 
ism—that life insurance has to be sold 
to exist—he was convinced that the 
primary service of any life man was 
to sell. It became clear that there was 
no magic wand. He had to learn how 
to persuade men to act. Everything 
else that men buy they use first and 
pay for later. With life insurance, they 
must be persuaded to pay now for what 
they cannot use until later. 

He learned that when he came to 
his desk every morning, it would be 
completely bare until he initiated the 
work to be done. Gradually it dawned 
on him why those who do well in 
the business are paid so well. In other 
lines of work, someone else initiates 
the work—poeple go to their desks to 
do the things that have been laid out 
for them. In insurance, however, the 
agent must lay it out. And he must 
do it. 

He learned, too, how easy it was for 
little things to get in the way of big 
things. A life insurance career offers 
great independence and great freedom. 
But the freedom also includes the free- 
dom to fail. 


Came Back Third Time 


Mr. Todd said that when, in 1931, 
he was on the verge of exercising his 
freedom to fail, he met Clay Hamlin— 
a man who had failed twice at life 
insurance, and then had come back a 
third time to become one of the great- 
est life insurance agents of all time. 
In that year, Mr. Hamlin introduced 
to the insurance business what be- 
came known as the Hamlin Defini- 
tizer. 

Composed of two basic production 
Tules (men buy life insurance in far 
larger amounts when they are made to 
see it as the uniquely valuable prop- 
erty that it is, and there are definite 
tules of discipline which when fol- 
lowed enable an agent to predict his 
volume of production), Mr. Todd found 
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the Hamlin Definitizer just what he 
needed to keep from failing. 

The first rule taught him that life 
insurance was a desirable property, not 
just a necessary evil. Insurance was 
a property that men bought because 
they wanted to own it. 

The first rule taught him to corre- 
late life insurance in mens’ minds with 
financial success. Every man wants 
financial success. There are numerous 
routes a man can take that may suc- 
ceed if the wheel turns right. But 
when the final chips are counted, the 
world will remember him as a fi- 
nancial success with his family—where 
it counts most—only if his hopes and 
plans have been buttressed with ade- 
quate life insurance. 

The second rule amazed him, Mr. 
Todd noted, with its discovery that 
production need not be a question 
mark. Production, instead, could be 
almost completely controlled, and pre- 
dicted. No one before had every sug- 
gested, that whether one knew it or 
not, production was the result of this 


X average sized case equals produc- 
tion. Production couldn’t be predicted 
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Receiving North- 
western Mutual 
Life’s top-honor, 
the Grant L. Hill 
achievement _tro- 
phy, at the 8lst 
annual meeting of 
Northwestern Mu- 
tual Life’s Assn. 
of Agents is How- 
ard E. Blair Sr., a 
district agent at 
Elmira, N.Y., and 
associated with the 
B. T. Cournoyer 
general agency of 
Rochester. Hand- 








ing Mr. Blair the coveted trophy is Robert E. Templin, director of agencies. 





if any one of those three factors 
were unknown; but if all three were 
known quantities, production could be 
predicted. 

Sooner or later, Mr. Todd stated, 
nearly every successful life insurance 
agent has to face the question of 
whether or not he wants to be a 
general agent. The business is hungry 
for good men in management, and 
since it is necessary for any man in 
life insurance management to have ex- 


Crossing Tomorrow’s 


Bridges Today 


-.- more than 8! million strong. It’s a 
thrilling thought, made possible by the men 
in our field force, whose motto is: don’t put 


things off ... put them over. 


THE 


eee 


NAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 


perience both in life insurance and in 
selling, nearly all general agents have 
to be recruited from among successful 
agents. 

However, the speaker said, one of 
the great things about the business 
is that either road—personal produc- 
tion or general agency—can bring eq- 
ual success, satisfaction and happiness. 
It is not the kind of business where the 
only way a man can‘succeed is to sup- 
plant the man who hired him. 
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Home Office Changes 


Mutual Benefit Life 

W. G. Michael Farrell and George E. 
Milne have been named _ securities 
managers. 

Mr. Farrell, who has been a senior 
securities analyst, now is in charge of 
industrial securities portfolio. 

Mr. Milne, who has been a senior 
securities analyst, will continue with 


public utility securities. He has been 
with the company since 1953. 


Prudential 
Leo Whitney has been named asso- 
ciate auditor in charge of the comp- 
troller’s staff at Minneapolis. He re- 
places Lester C. Gegg, who will take a 
similar position at Chicago. Mr. Whit- 





ney, at Boston since 1958, joined the 
company at Newark 10 years ago. In 
1952, he was made auditing examiner 
at Houston and in 1954 supervising 
auditing examiner at Chicago. 


Standard Security Of N. Y. 

George V. Kay has been appointed 
controller. He was formerly assistant 
controller for United States Life. 

Kenneth R. Hendra has been named 
assistant counsel, specializing in policy 
drafting and review. He was formerly 
contract supervisor of the A&S divi- 
sion of United States Life and before 











Vested Renewals. 


’ 
' 


Free Group Life Insurance. 












FOR YOU 


Well-balanced General 
Agent’s Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 


Training, and Agency 
Building Program. 


Agent's Contract 
Induction Program 
Sales Packages 


AGENCY-BUILDING OPPORTUNITIES in: 
Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 
Washington, D.C., and West Virginia. 





| Frederick E. Jones, Pr 
pas 3s , 


You can “Roll a Strike’”’ every time with Columbus 
Mutual's Agent's Contract, Induction Program, 
and Sales Packages—because your agents make 
money and you make money with: 


ho. Commissions on Leading Par and Non-par Policy Contracts. 


Higher Lifetime Compensation in Service Fees. 


Non-Contributory Pension Plan. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 





Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. 
























August 19, 195] 


that an attorney with Fidelity & Casu- 
alty of N.Y. and Great American. 


General American Life 

Thurston P. Farmer Jr. has been 
named assistant actuary. He will work 
with Vice-president and Actuary Ed- 
ward L. Faith. Mr. Farmer was pre- 
viously with Nelson & Warren, con- 
sulting actuaries, as manager at Kan- 
sas City. He has also been with Con- 
necticut Mutual Life. 

Dean E. Williams has been appointed 
group actuary. Formerly associate 
group actuary, he has been with Gen- 
eral American since 1959. He has been 
in the business since 1950. 

Irving Edison, president Edison Bros, 
Stores, has been made a director. 


Occidental Of California 


Richard D. Shoulders has been ap- 
pointed to the newly established po- 
sition of director of advertising and 
Paul D. Minch Jr. to senior advertis- 
ing supervisor. Mr. Shoulders has been 
assistant director of advertising, and 
Mr. Minch was advertising copywriter, 


Western Life, Helena 
Frank W. Lackie has been named 
assistant actuary. He was actuary of 
Group Health Mutual of St. Paul and 
in the actuarial department of North- 
western National. 


California Life 
George Fujino has been appointed 
comptroller. He has experience in th 
life industry, in tax consulting and 
as an internal revenue agent of the 
U.S. Treasury Department. 


Liberty Life Of S. C. 


Paul E. Smith has been appointed as- 
sistant vice-president in charge of 
public relations and advertising. He 
was formerly director of public rela- 
tions for Prudential at Chicago. 


Mutual Trust Life 


Paul E. Osborne has been appointed 
director of services. He joined the com- 
pany last year as regional manager. 


Nw National 

In a division of agency department 
responsibilities into two broad areas 
—sales and administrative—Robert V. 
Van Fossan has been named sales di- 
rector, effective Sept. 1. He has been 
superintendent of agencies at Minne- 
apolis. 

Administrative functions will con- 
tinue to be the responsibility of E. P. 


MANAGEMENT 
aCONSULTANTS 
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Incorporated 
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Established 1945 
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E. R. Flitcraft, Director 
Insurance Division—Special Services 
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Balkema, 2nd vice-president and man- 
ager of agencies. 

Charlie E. Huston Jr. has been pro- 
moted to manager of training. He was 
previously with the home office agency 
field service. 


Life Of Pennsylvania 
Addison W. Arthurs has been elected 
a director. He has been in the secur- 
ities business for 33 years and is a 
director of the Pittsburgh Stock Ex- 
change and chairman of the Western 
Pennsylvania Development Corp. 


American United 
George H. Rieger has been named 
manager of pension sales and service 
for the group department. He has 
been in the business five years, most 
recently as a consultant and under- 
writer in the group pension field. 


Western & Southern 


William M. Buchanan Jr. has been 
named associate group actuary. He 
joined the company in 1957. Since 1959 
he has been manager of the group di- 
vision of the actuarial department. 


OLD SOUTH LIFE of Louisville has 
named Gary L. Carter agency vice- 
president. Formerly with Penn Mu- 
tual Life, he will be in charge of the 
company’s agency-development pro- 
gram. 


VALLEY FORGE LIFE has named 
George E. Mansur Jr. director of or- 
dinary agencies. He has been a super- 
visor for Provident Mutual. 


BENEFICIAL STANDARD _ has 
named Donald C. Parker director of 
sales for the special risks division. 
Formerly production manager for the 
disability wholesale franchise division 





Conventions 


Aug. 13-19, CLU institute, University of Colo- 
rade, Boulder. 


Aug. 21-23, International Federation of Com- 
mercial Travelers Insurance Organizations 
annual, La Fonda Hotel, Santa Fe. 

Aug. 28-Sept. 1, National Insurance Assn,. 
_ heraton-Park Hotel, Washington, 


Sept. 17-20, International Claim Assn., annual, 

Lgl Greenbrier, White Sulphur Springs, 
. Va. 

Sept. 20-22, Life Insurance Advertisers Assn., 
annual, Sheraton-Dallas Hotel, Dallas. 

Sept. 24-29, National Assn. of Life Under- 
writers, annual, Denver Hilton Hotel, Den- 
ver, 


Sept. 25, Fraternal Actuarial Assn., annual, 
Netherland Hilton Hotel, Cincinnati. 
Sept. 25-27, Life Office Management Assn., 
annual, Shoreham Hotel, Washington, D. C. 
Sept. 25-27, National Fraternal Congress, annual 
Netherland Hilton Hotel, Cincinnati. 

Oct. 9-10, Conference of Actuaries In Public 
Practice, Sheraton-Blackstone Hotel, Chicago. 

Oct. 9-13, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 10, Insurance Economics Society, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 18-20, Institute of Home Office Under- 
writers, annual, Jung Hotel, New Orleans. 

Oct. 26-28, Midwest Management Conference 
annual, Sheraton Hotel, French Lick, 
Indiana. 


Nov. 7-10, Life Insurance Agency Management 
» annual, Edgewater Beach Hotel, Chi- 


Nov. 9-19, New York State Assn. of Life 
Underwriters, fall delegate meeting, Shera- 
ton-Syracuse Inn, Syracuse. 

Nov. 13-15, Health Insurance Assn., individual 
insurance forum, Sheraton Hotel, Philadel- 


Nov. 18-15, Society of Actuaries, annual, The 
Greenbrier, White Sulphur Springs, W. Va. 
Dec. 4-8, National Assn. of Insurance Com- 
missioners, regular meeting, Baker & Adol- 

ic Hotels, Dallas. 
- 11-12, Assn. of Life Insurance Counsel, 
annual, Waldorf Astoria, New York City. 
Dec. 13, Institute of Life Insurance, annual, 
Waldorf-Astoria Hotel, New York City. 
Dec. 13-15, Life Insurance Assn., annual, Wal- 
Ho pcg Hotel, New York City. 
27-29, American Risk & Insurance Assn. 
annual, New York City. p 
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of Continental Casualty in California 
and the northwestern states, he also 
served as supervisor of agents in the 
Los Angeles area for the A&S divi- 
sion of that company. 


TRANSCONTINENTAL LIFE of 
Chicago has appointed Jacques D. 
Schurman Ist vice-president and agen- 
cy director. He has been assistant vice- 
president and superintendent of agen- 
cies of Federal L.&C. and before that 
was with Prudential and Continental 
Assurance. 


NATIONAL TRUST LIFE of Holly- 
wood, Fla., has named James W. Par- 
rish to the board. He is vice-president 
of Stetson University. 


PACIFIC MUTUAL LIFE has named 
Neil B. Ross general counsel, in charge 
of the legal and claims departments. 
He joined Pacific Mutual in 1941 and 
was named an assistant counsel in 1947. 
Earlier this year, Mr. Ross was ap- 
pointed associate general counsel after 
having served as secretary since 1950. 

Rudy B. Miner has been appointed 
director of sales promotion. He was 
supervisor in that department and be- 


fore that was with the Northwest 
Insurance News. He is vice-chairman 
of the Western Round Table of Life 
Advertisers Assn. 


Stockholders Vote To Merge 


Capitol, Lincoln Income 

Stockholders of Capitol Life of 
Nashville and Lincoln Income Life of 
Louisville have approved a merger of 
the two companies, in spite of the ob- 
jections of Albert L. Walker, a direc- 
tor of Capitol. The vote of Capitol own- 
ers was 255,000 shares for to about 
75,000 against. At Lincoln Income the 
move was supported unanimously. 

Under the terms of the merger of- 
fer, one share of Lincoln Income will 
be exchanged for every nine shares of 
Capitol, which will be dissolved as a 
corporate entity and its assets will be 
transferred to Louisville. 


Four New Phoenix Plans 
Phoenix Mutual has introduced four 
non-cancellable disability income plans 
providing benefits for two years, five 
years, 10 years and to age 65. Acciden- 
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tal death and dismemberment benefits 
pay up to $5,000 for each $100 of 
monthly income, and the plan also in- 
cludes a reduced disability benefit for 
partial disability immediately follow- 
ing a period of total disability due to 
accidental bodily injury. 

The plans allow a choice of several 
waiting periods. 


United Life & Accident 
Has Record 2nd Quarter 


United Life & Accident’s second 
quarter sales were $26.3 million, a 
record. Life insurance in force stood 
at $467,147.518, up 5%. Health insur- 
ance premiums for the first six months 
totaled $356,501, up $46. Net earn- 
ings per share before taxes and div- 
idends were $9.80 as against 94 cents 
in the first half of 1960. 

Assets have risen 3% during the 
six-month period to $48,701,581. Total 
capital was $3,765,730, an increase of 
$162,000. 

Manufacturers Life has been li- 
censed in Georgia. 





























DOUBLE 
SUPPORT... 
TO KEEP 
SALES 
UP! 


Prudential’s national advertising 
program, and Regional Home Office 
advertising campaigns, give 
Prudential representatives two-way 
sales support. The Company’s 
network TV advertising and 
national print campaigns join hands 
with RHO advertising to give 
Prudential representatives 
far-reaching national and local-level 
support. This “double support” 
helps every Prudential 
representative bring more 
protection to an ever-increasing 
number of clients. 
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“THE TWENTIETH CENTURY,” 
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Changes In The Field 


Monarch Life 


Benjamin F. Jones has been appoint- 
ed vice-president in charge of agency 
operations. He has been regional sales 
vice-president at Cleveland, where he 
formerly served as a supervisor and 
later as manager. He joined Monarch 
in 1947 and in 1950 was the first agent 
in company history to sell a million 


dollars of life insurance in one year. 
He is a CLU. 

Also appointed were three new re- 
gional sales vice-presidents: Hugh O. 
Chitwood in the midwest, Leonard B. 
Clark in the southwest and Lyle E. 
Robertson on the Pacific Coast. 

Both Mr. Chitwood and Mr. Clark 
joined Monarch in 1939. Both were pro- 
moted to general agent in 1941—Mr. 


Chitwood at Des Moines and Mr. Clark 
at Kansas City—and both were ap- 
pointed regional managers in 1959. 

Mr. Robertson joined the company 
in 1952 at San Francisco. He was pro- 
moted from supervisor to general agent 
at Pasadena and was appointed re- 
gional manager in 1959. 


Occidental Of California 
Richard N. Haywood has been named 
brokerage manager at Springfield, 
Mass. He was previously with Guard- 
ian Life for four years, then with 
Security Mutual for a year and a half. 





ARE YOU OUR KIND OF AGENT? . 
... Without knowing it? 
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Are you well aware that life insurance and health insurance are opposite 
sides of the same coin? 


Do you appreciate the importance of really integrating health insurance 
into the programs of personal insurance you present, rather than simply 
selling to those who ask for it? 


Are you now representing a life company that does not have complete 
health insurance facilities for client programming? 


Are you working mostly in the middle-income, middle aged (or younger) 
market of average families? 


At claim time, do you truly enjoy delivering with personalized service 
the promises you made earlier, with the sure knowledge of backing by 
a company with the right kind of policy behind its policies? 


Are you accustomed to examining needs carefully, explaining coverage 
solutions thoroughly, and handling applications properly? 


Are you a keen, career-motivated ordinary life agent, with a sincere 
professional attitude toward those you serve? 


Are you well established in life insurance, or has your general agent 
or company suggested that a high-grade health insurance specialist 
insurer can help you become well established more rapidly? 


Do you get real satisfaction out of the knowledge that you are personally 
putting into another human being’s life such a dynamic “life-saver” as 


disability income replacement? 


If you can honestly answer “yes” to these 9 questions, the 
chances are that you belong with American Health or a company 
very much like ours. We seek to be—and we honestly believe we are 
—the kind of company this type of agent should represent. 
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AMERICAN HEALTH 


IN SURANCE CORPORATION 
300 St. Paul Place, Baltimore 2, Md. 
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Herbert W. Baker has been ap- 
pointed assistant brokerage manager 
at Grand Rapids. He entered the busi- 
ness with his father last year. 


Central Stensned Life 


Myron I. Specht 
has been named 
western region 
vice-president at 
Beverly Hills, Cal. 
He entered the 
business as a spe- 
cial ordinary agent 
in 1947 with Pru- 
dential and later 
was appointed a 
general agent for 
Security Mutual 
Life of New York. 





Myron I. Specht 


Continental Assurance 

Ernst Ruffini has been named brok- 
erage manager and John D. Rich Jr. 
brokerage consultant at Cleveland. Mr, 
Ruffini has had experience as assistant 
manager of Connecticut General’s 
brokerage agency at Cleveland. Mr, 
Rich has spent 13 years with Mutual 
of N. Y. at Cleveland and Bridgeport, 
Conn. 


Federal Life 


Lee K. Brady has been named man- 
ager of northwest Chicago office. 
He previously managed an agency 
for North American L.&A. 


American United 
Charles H. Al- 
thoff has been ap- 
pointed agency 
manager at Tren- 
ton. He has been 
in the business six 
years as agent, 
home office agen- 
cy supervisor and 
most recently as 
agency manager. 





C. H. Althoff 


Republic National Life 
Jose M. Rodriguez Padilla and Ed- 
uardo Gonzalez Rosillo have _ been 
named reinsurance representatives at 
Mexico City. Mr. Rodriguez for the 
past 22 years has been in industrial 
management. 


Massachusetts Mutual 


Joseph H. Reese Jr. has been made 
general agent of a new agency in 
Philadelphia. He has been a partner of 
Reese Consulting Services in Jenkin- 
town, Pa., and before that was assist- 
ant general agent for Penn Mutual ‘in 
Philadelphia in the agency headed by 
his father. He is a past president of 


a Service Guide 


ACS 


Actuarial Computing 
Service, Inc. 


“Specializing in Computer Applications 
for the Insurance Industry” 
1389 PEACHTREE ST.,.N.E. ATLANTA 9, GEORGIA 
TR. 5-6727 





























CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


30 N. LaSalle St. Chicago 2, lll. 


Financial 6-9792 
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the Philadelphia chapter of American 
Society of CLU, and a life and qual- 
ifying member of the Million Dollar 
Round Table. Massachusetts Mutual 
has two other Philadelphia agencies. 


No. American Life, Chicago 

Robert W. De 
Pau Jr. has been 
named regional 
agency director at 
Miami in charge 
of establishment 
and supervision of 
new agency oper- 
ations in that area. 

Entering the 
buiness in 1932, he 
has been with 
Prudential and 
Protective Life of 
Birmington, Ala. 
He has been agent, agency manager, 
and supervisor of agencies. 





Robert W. DePau Jr. 


Minnesota Mutual 


R. Emmett Battis and Benjamin F. 
Sheppard have been named managers 
at new regional group offices at 
Cleveland and Seattle respectively. 
Mr. Battis joined the company in 1955 
at the home office, went to Chicago in 
1957 and to Los Angeles in 1959. Mr. 
Sheppard has been at St. Paul since 
joining the company in 1957. 


General American 


Jens H. Christiansen has been ap- 
pointed to head a new agency at Santa 
Barbara, Cal. Formerly with New Eng- 
land Life, he is president of Santa 
Barbara Life Underwriters Assn. 


Bankers Life, Neb. 


as Na 





Richard T. Mur- 
phy has been 
named general 
agent at Detroit. 
With Equitable 
Society for the 
last five years, he 
was promoted to 
assistant agency 
manager two years 
ago. 


Richard T. Murphy 


Jefferson National Life 

The following general agency ap- 
pointments have been made: George 
F. Meier, John C. Lofstedt, and the 
'McClure-Butera-Gallagher agencies, 
Phoenix; Edward J. Sklebeck, Gran- 
ville, and Charles F. Cissell, Pontiac, 
Mich.; Robert L. Klump, St. Louis; 
Burdette E. Evers, Des Moines; Ray- 
mond D. Wright, Sutherlin, Va.; Ar- 
thur E. Hines, Troy, Ill.; Sam Frank, 
Youngstown, O., and P. B. Russell, 
Johnson City, Tenn. 


Georgia Internatonal Life 

Irving E. Kemp has been appointed 
general agent at Cincinnati. For the 
past five years he has been general 
agent with Penn Mutual, following his 
promotion from supervisor. 


Nw National 

In a realignment of responsibilities 
in the field, the central division, in- 
cluding Illinois, Michigan and Wiscon- 
sin, has been expanded to cover Ohio 
and Indiana, formerly in the eastern 
division. The present eastern division 
office at Columbus is being closed, 
and its superintendent, Henry F. Rund- 
quist, will move to Minneapolis to suc- 
ceed Robert V. Van Fossan, who is 
being transferred to the home office. 

John M. Edwards, presently at the 
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-home office, has been named super- 


intendent of agencies for the newly 
established southeastern division at 
Atlanta. He will be responsible for 
Tennessee, Kentucky, Virginia, Mary- 
land, District of Columbia, and Geor- 
gia. 


WESTERN LIFE of Canada has 
named Joseph Norton agency super- 
visor at Sacramento. He joined the 
company in April of this year. Denis 
Donovan has been appointed adminis- 
trative assistant at Sacramento. He 
also joined the company last April. 


FIRST UNITED LIFE has appointed 
as managers the Iowa-Des Moines In- 
surance Service agency. The agency 
is headed by William J. Comito and 
James M. Perry. Both have been ac- 
tive in insurance circles in the greater 
Des Moines area. 


PACIFIC MUTUAL LIFE has named 
four new assistant supervisors. The 
men and their agency assignments are 
Peter H. Fite, Newark; Charles J. 
O’Donnell, Washington, D.C.; Robert 
E. Smith, Downey, California; Nor- 
man E. Wright, Chicago. James H. Cul- 
lom has been appointed assistant 


manager at Oakland. Gene T. Jaeger 
has been named assistant manager at 
Des Moines. He joined the company 
last year as a supervisor in its man- 
agement development program. 


LINCOLN LIBERTY LIFE has ap- 
pointed Douglas S. Cooke general 
agent at Robstown, Tex. The new 
agency, which will be called Doug 
Cooke & Associates, will serve the 
Robstown, Sinton, Kingsville and Fal- 
furrias areas. Associated with Mr. 
Cooke will be Mickey Walker and 
Keith Bray of Kingsville and Robert 
Schanen of Robstown. 


GUARANTY INCOME LIFE has 
named Jerry H. Black regional man- 
ager at Phoenix. He had operated a 
general agency at Bridgeport, Conn. 


MIDLAND NATIONAL LIFE has 
named James O. Hanson general agent 
at Grand Forks, N.D. He has been in 
the business 4 years. 





Jackson National Licensed 

Jackson National Life of Jackson, 
Mich., has been licensed by the Michi- 
gan department. It will confine its 
business to life for the time being, 
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although it is authorized to write 
health also. Some 353,000 shares of 
stock have been subscribed, providing 
capital and surplus of $812,172. 


Life & Casualty Reaches 
$2 Billion Mark 


Life & Casualty of Tennessee has 
reached the $2 billion mark in life in- 
surance in force after a seven-month 
sales record of $211,300,000, up 13%. 
The company reached the $1 billion 
level in 1953. 

California General Agents Elect 

Richard W. Johnson, Lincoln Life, 
has been elected president of Oakland- 
East Bay Life General Agents & Man- 
agers Assn., succeeding James Mat- 
tox, Equitable of Iowa. Other new of- 
ficers include J. F. Kelly, Occidental 
Life of California, vice-president; Ed- 
win C. Whiting, John Hancock, sec- 
retary, and V. Craig Bull, Pacific Mu- 
tual, treasurer. 

National Travelers Life, Des Moines, 
reports a 32% gain in written busi- 
ness for July, compared with July, 
1960. 
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Home office for an outstanding group 


of salesmen offering income protection 


on an individual or group basis. 
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FieNATIONAL UNDERWRITER 


N. J. Seen As Bellwether In Fight Against Replacements 


(CONTINUED FROM PAGE 1) 
was quoted in full in THE NATIONAL 
UNDERWRITER of Aug. 5, has three 
parts. The first directs all companies 
to set up rules and safeguards for 
their agents to follow with respect to 
cost illustrations, comparisons, adver- 
tising and other promotional material 
and these rules shall require that 
prospects be furnished with a proper, 
full and clear presentation of “costs, 
benefits and other policy provisions.” 


This part of the regulation is not lim- 
ited to replacement cases but applies 
to all solicitations. 

The second part of the regulation 
directs everyone licensed to solicit the 
purchase of life insurance, when so- 
liciting coverage where “replacement 
or other change in an existing policy 
or policies is suggested,” to present to 
the prospect a written proposal signed 
by the agent and setting forth “all the 
facts, including a clear and concise 


summary of the advantages and dis- 
advantages in making the replacement 
or change.” A copy of this written 
proposal would have to be retained 
by the licensee for at least a year and 
be made available to the department 
on request. 

The third part is a comprehensive 
and detailed “Notice to Policyholder” 
warning him of the possible disadvan- 
tages of replacing and of the advisa- 
bility of carefully considering what 
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he is doing. This would have to be de- 


livered by the agent to the prospect 
when suggesting a replacement. 

Commissioner Howell said he wceuld 
allow two weeks for filing written 
statements. 

Mr. Howell opened the hearing but 
designated Chief Actuary W. Harold 
Bittel as hearing officer. He said the 
suggestion had been made that the 
regulation provide that the applicant 
must sign something to indicate wheth- 
er the policy was to replace other 
insurance. Many companies have such 
a question in their applications to meet 
requirements of a number of other 
states, including New York, but there 
are still some companies operating in 
New Jersey that don’t have the ques- 
tion in their applications, because of 
not operating in states that require it, 


Praises Department’s Effort 


The lead-off witness, Alfred N, 
Guertin, actuary of American Life 
Convention and a former actuary of 
the New Jersey department, praised 
the department’s effort as being in 
keeping with the long-standing posi- 
tion of ALC on replacements. While 
not opposing the department’s ap- 
proach, Mr. Guertin said he would 
like to have the regulation provide 
that the company whose _ business 
would be replaced must be notified of 
the impending switch. He said some 
attention might also be given to the 
regulation’s impact on group insurance 
and annuities and some other lines of 
insurance where the_ circumstances 
might be different from those of in- 
dividual ordinary sales. For example, 
the circumstances of a pension plan 
are quite different. 

Mr. Howell wanted to know how 
the regulation could cause a clash. 
Mr. Guertin said he was not saying 
there would be a clash but that since 
the regulation appeared to have been 
written in terms of ordinary insurance 
only, it might be desirable to give it a 
second look. He said also that it was 
regrettable that there is no way to 
reach people outside the insurance in- 
dustry. 

“I won’t elaborate, but the depart- 
ment knows who I am talking about,” 
he added. Listeners took this reference 
to be to mutual fund salesmen who 
advise people to cash in or borrow on 
their life insurance so as to invest in 
mutual funds, buying term insurance 
to replace lost protection. 


Would Need Legislation 


Mr. Bittel said the suggestion had 
been made that no person be allowed 
to analyze a life insurance policy or 
make any recommendation about it 
unless he had been licensed as a life 
agent, but this would call for legisla- 
tion and would be beyond the scope 
of a regulation. 

Bruce E. Shepherd, executive vice- 
president of Life Insurance Assn. of 
America, said he was in agreement 
with Mr. Guertin and felt there was 
a general belief that something should 
be done about the problem. Both he 
and Mr. Guertin mentioned that ALC 
and LIA have a _ joint committee 
working on the situation. 

Mr. Shepherd said one of the first 


NEW YORK 17, N. Y. 
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questions is whether the evil should 
be controlled by regulation or by legis- 
lation. He pointed out that while the 
statutory route is slower, it is likelier 
to result in greater uniformity among 
the states, but he said that perhaps 
the best way is to start with a regula- 
tion and obtain legislation later. 

The first part of the regulation, he 
said, follows pretty much New York’s 
regulation 39, dealing with financed 
insurance sales, many of which do not 
involve replacement at all. 


Offers Revised Version 


Mr. Shepherd offered a revised and 
shortened version of the regulation, 
embodying a number of specific sug- 
gestions that would limit the scope of 
the regulation and clarify its intent. 
The first section, dealing with what 
the companies would tell their field 
forces would then read as follows: 

“All companies licensed to do busi- 
ness in New Jersey are required to 
issue written instructions promptly to 
their agents incorporating basic rules 
and safeguards which are to be ob- 
served whenever new insurance is so- 
licited and it is suggested that existing 
insurance be surrendered or lapsed or 
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Atlantic City 


A Few Reasons Why: 


BENEFITS 
Relaxing setting overlooking the ocean 


... friendly hospitality . . . fine food, 
and service. 


BUSINESS GROUP PLANS 
Superb facilities for 20 to 500 persons. 


PERSONALIZED SERVICE 
Convention-trained staff under the di- 


rection of John W. Tyler, Vice President 
& Director of Sales. 


WRITE FOR DESCRIPTIVE BROCHURE AND COM- 
PLIMENTARY SET OF ILLUSTRATED BLUEPRINTS 


On the Boardwalk at Michigan Avenue 
Telephone (Area Code 609) 344-8111 


OWNED AND OPERATED BY THE BUZBY FAMILY 
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_in any other way change in status (but 
not such incidental changes as changes 
in beneficiary or modes of premium 
payment). Copies of such instruc- 
tions must be made available on re- 
quest of the department of banking 
and insurance.” 


Would Be Revised 


The section dealing with written 
presentations by agents would be re- 
vised to read: “Every licensee of this 
department authorized to solicit the 
purchase of life insurance in this 
state, in soliciting coverage whenever 
it is suggested that existing insurance 
be surrendered or lapsed or in any 
other way changed in status (but not 
including such incidental changes as 
changes of beneficiary or modes of 
premium payment), must present to 
the prospect a written proposal signed 
by him setting forth all the pertinent 
facts bearing on the transaction and 
explaining all its advantages and dis- 
advantages. A copy of this written 
proposal must be retained by the li- 
censee for a period of at least a 
year and made available on request 
to the department of banking and 
insurance.” 

The notice to policyholders that 
would have to be delivered by the 
agent whenever’. replacement’ or 
change in policies is suggested would 
be altered to read as follows, after the 
heading and the statement that the 
notice is required for the policyhold- 
er’s protection by the insurance de- 
partment: “If you are urged to pur- 
chase some new life insurance and it 
is suggested that you surrender or lapse 
or in any other way change the status 
of your existing insurance in the proc- 
ess, you are entitled to receive from 
your agent a signed written proposal 
setting forth all the pertinent facts 
bearing on the transaction and ex- 
plaining its advantages and disadvan- 
tages. 


Permits Informed Analysis 


“In this way, you will be able to 
make an informed analysis of the pro- 
posal before you reach a decision. Or, 
if you prefer, you may ask your pres- 
ent life insurance company for its 
opinion, which will be given to you 
without charge or obligation. 

“In reaching your decision you 
should bear in mind these facts: 

“1. Writing new insurance involves 
relatively heavier initial costs. If you 
replace your present policy with a new 
one, you will be paying these costs 
twice. 

“2. Your present policies may con- 
tain disability benefits or provisions 
for installment payments and annuity 
income which are more advantageous 
both to you and your beneficiary than 
those available in new policies. 

“3. A new policy may have the ef- 
fect of reinstating the period during 
which a claim payment may be con- 
tested by the company. 

“4, Your present insurance company 
can often make a desired change on 
terms more favorable to you than 
could be offered by another company.” 

In his oral testimony, Mr. Shepherd 
emphasized the desirability of fol- 
lowing in New Jersey a procedure that 
could be followed in other states, in 
the interest of long-run uniformity. 

Mr. Bittel remarked that it is easier 
to change a regulation than a law and 
that legislation would be needed only 
to the extent that the regulation might 
fall short of accomplishing its aim, 

Mr. Shepherd pointed out that the 
agent may be subjecting himself to 
legal action, so it is important for him 
to know precisely what he must do 
and not do, and hence legislation 


might be the best way to deal with 
so serious a matter as this. 
Frederick W. Read Jr., counsel of 
Home Life of New York, who had with 
him William Allan, 2nd vice-president 
and actuary, and Eugene C. Kelly, as- 
sistant vice-president, said that public 
statements made by Chairman Wil- 
liam P. Worthington and President J. 
Harry Wood, plus the fact that the 
company had sent three of its officers 
to the hearing, should indicate the 
strength of Home Life’s feelings on 
the matter of replacement. The regu- 
lation, as drawn, would cover even 
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replacements of term insurance with 
permanent coverage. However, Home 
Life’s position is that the regulation 
should not apply to any recommenda- 
tion having to do with replacement 
of a term policy by permanent insur- 
ance. 

James Brock of National Life of 
Vermont’s law department, submitted 
excerpts from announcement being 
made concurrently at the company’s 
agency convention as to restrictions 
that are being placed on replacement 
business. While approving the proposed 
New Jersey regulation, Mr. Brock 





proud of—and we are. 


life insurance. 


have applied to myself.”’ 


Home Life’s Planned 
Estates method of opera- 
tion is based on these 
principles. And we recog- 
nize that dedicated life 
underwriters throughout 
the business—whether or 
not they are CLUs—sub- 
scribe to these same high 
concepts of service. 





one out 
of four 


At Home Life one out of every four eligible 
field underwriters wears the coveted CLU 
key. This is one of the best ratios in the 
insurance business. It’s something to be 


For any underwriter, the CLU designation 
is an honor, well earned through rigorous 
study. It is also a symbol of the technical 
proficiency which, when combined with 
sales ability, almost always produces a 
company leader. But most of all, the CLU 
key is tangible proof—to a man’s com- 
pany, his clients and himself—of the in- 
tent to build a solid, meaningful career in 


In accepting the CLU designation, each 
life underwriter pledges: ‘‘l shall, in the 
light of all the circumstances surrounding 
my client, which | shall make every con- 
scientious effort to ascertain and to under- 
stand, give him that service which, had |! 
been in the same circumstances, | would 





HOME LIFE INSURANCE COMPANY 


253 BROADWAY, NEW YORK 8, N.Y. 


Wm. P. Worthington, Chairman 
J. Harry Wood, C.L.U., President 
John H. Evans, Vice President—Sales 











16 


pointed out that the second section, 
requiring detailed written compari- 
sons of new and old insurance, would 
apply even in a recommendation for 
dropping double indemnity and using 
the same premium to buy additional 
permanent insurance. 


Enforcement The Big Problem 


Mr. Brock also said the principal 
problem is enforcement. For example. 
if an agent is called to account he 
may say, “I didn’t suggest replacing. 
The policyholder suggested it.” Hence 
Mr. Brock recommended modifying the 
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second section so it would apply even 
if the policyholder himself suggested 
the change, in any case where solici- 
tation was continued and the sugges- 
tion put into effect. 

Mr. Brock agreed with Mr. Howell’s 
objection that this would make the 
regulation longer and more complex 
but pointed out that “when you are 
accusing an agent of something you 
have got to be specific.” Mr. Bittel 
said the original purpose of the regu- 
lation was to have something that 
would make it possible to follow up 
replacement situations after the fact 


and determine if the regulation had 
been complied with. Mr. Brock said 
this would be locking the barn door 
after the horse had been stolen. He 
pointed out that sometimes policy- 
holders have been so thoroughly sold 
by the replacer that it is very difficult 
to get them to cooperate in any in- 
vestigation. 

“I’d prefer a definite set of rules 
that we can live by,” he declared. 

Thomas J. Gillooly, assistant gen- 
eral counsel of Prudential, said his 
company supports the department’s 
effort and remarked that he didn’t be- 
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How much better did the clients of National 
Life agents fare in ordinary life sales 20, 15, 
10 years ago in terms of net cost? Here is 
National Life’s performance record: 


ACTUAL NET COST PERFORMANCE VS. 
PROJECTION (OL PER $1,000) 





ISSUED 
35 


20% better than projected 





45 


8% better than projected 





55 








10% better than projected 





35 


34% better than projected 





946 


45 


20% better than projected 





35 








11% better than projected 





35 


34% better than projected 





45 


24% better than projected 











55 


16% better than projected 


OVER THE YEARS National Life’s liberal dividend prac- 
tice has placed the Company among the very foremost 
low-net-cost companies in the country. The following 
projection, based on our 1961 dividend scale, which 


is not guaranteed, shows net costs over 20, 15 and 10 


year periods. 


PROJECTED NET COSTS PER $1,000, BASED ON 
ORDINARY LIFE, MALE, $25,000 POLICY. 





20-Year Projection 


15-Year Projection | 10-Year Projection 





$ 28.92* 


$ 1.08* $ 14.50 





$ 31.07 


$ 41.44 $ 43.14 








$190.06 








$156.93 $120.54 
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*Net Gain 


ational Life of VERMONT 
Insurance Company 


FOUNDED IN 1850-..A MUTUAL COMPANY... OWNED BY ITS POLICYHOLDERS 


Montpelie 
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lieve any other department had «d- 
dressed itself to the problem quite so 
specifically as New Jersey has done. 
He suggested that the regulation be 
altered to concentrate on the “Notice 
to Policyholders” aspect, and said the 
comparison requirement could be in- 
corporated into the notice. 

However, he said that if the depart- 
ment wants to keep to its original 
format, Prudential would support it, 
but he suggested that the part of the 
regulation that now refers to “exist- 
ing life insurance” would be as effec- 
tive if it referred to “permanent value 
life insurance.” This would eliminate 
term replacements from the regula- 
tion’s scope. 

Mr. Gillooly called special attention 
to the “very severe duty” that the 
first two parts would impose on com- 
pany and agent. 

“We want to understand—and [ 


think other companies will, too—just ~ 


what it is we are supposed to do,” he 
said. 


Suggests Industry Committee 


Mr. Gillooly suggested the appoint- 
ment of an industry committee to help 
the department in framing the final 
version of the regulation. He said that 
while the department had elicited some 
ideas at the hearing, much more 
could be done by conferences with an 
industry committee. This would be 


particularly desirable, he said, because — 


while New Jersey is dealing with an 
intra-state situation, it is the first state 
of its magnitude to take action and 
other states will very likely follow 
because of the standing of the New 
Jersey department. He said this fact 
should be kept in mind particularly in 
view of the fact that the proposed 
regulation would go beyond what 
the industry associations had suggested 
to the National Assn. of Insurance 
Commissioners. 

Mr. Gillooly suggested that in order 
to take care of situations where exist- 
ing insurance is not surrendered but 
changed to extended term or reduced 
paid-up coverage the second part of 
the regulation, specifying when a writ- 
ten comparison must be _ presented, 
should also cover any decrease in the 
amount or duration of existing perma- 
nent insurance. In the “Notice to Pol- 
icyholder’” section he asked that the 
subsection dealing with acquisition 
costs be changed so it is clear that 
only permanent life insurance is being 
referred. to. 


Calls Cooperation Only Hope 


William Ward, vice-president of Mu- 
tual Benefit Life, praised the depart- 
ment’s move and said it was his com- 
pany’s feeling that it will be very 
helpful to have such a regulation. The 
replacement trend has been increasing, 
he said, and it presents a very difficult 
problem -and one that the companies 
can’t completely cope with as _ indi- 
viduals. He expressed confidence, how- 
ever, that it can be handled by Na- 
tional Assn. of Life Underwriters, the 
companies and the commissioners, all 
working together. 

William C. Brown, vice-president 
and actuary of Colonial Life, said he 
had not intended to make a presenta- 
tion but wanted to avoid a possible 
impression that the smaller companies 
aren’t interested in the problem. They 
are not at all indifferent to it, he said. 
In fact, it is even more serious for the 
smaller companies than the large oné. 
He seconded Mr. Gillooly’s suggestion 
for an industry advisory committee 
He also suggested the possibility o 
changing the regulation so that the 
notice to policyholders would be mailed 
direct to the policyholder rather that 
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Firing Own Replacers Called Best Move Fo 


(CONTINUED FROM PAGE 2) 
making a nice living rewriting his own 
business in other companies, let the 
company cancel his license. Let it give 
this all kinds of publicity, let the press 
be notified that this is what the com- 
pany is going to do. 

“Now if we knew that the leading 
companies were not going to go after 
other companies’ agents but were going 
to spot-check their own agents to see 
if they were hurting other companies 
and agents, and if they were, planning 
to revoke their contracts and/or li- 
censes, then believe me this thing 
would stop within three months. We’ve 
been placing the wrong emphasis on 
this prdblem. We’ve being going after 
the other fellow. Let’s go after our 
own. As the news gets around that 
Company A has let out six agents, 
Company B has fired eight, and so on, 
we'll be conserving our business, and 
by doing so we’ll be shaming the other 
companies into doing the same thing. 
And certainly we’ll put fear into the 
miscreant, 

“This will work. These replacement 
statements and what the commis- 
sioners are doing just won’t! This is 
the most serious problem in the indus- 
try, but I think this is a cure. I have 
made talks around the country, and 
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when you do that you get a kind of 
feel of the situation from exposure in 
private conversation and in bull ses- 
sions. The problem is getting worse. 
Replacing is spreading from the met- 
ropolitan areas to the smalier cities, 
though in the very small places it’s not 
so much of a problem, because the 
agent is more likely to be held respon- 
sible for bad advice. The news gets 
around fast and keeps an agent re- 
sponsive to public opinion. It has a 
great impact in ethical conduct. 

“The various remedies I’ve seen pro- 
posed border on happy-talk. Once com- 
panies start fining agents and arrang- 
ing for license revocation we’ll have 
peace in the industry. Mutual fund 
salesmen need not be the only whip- 
ping boys.” 

Suggest Another Step 


Another step suggested by Mr. Hu- 
ber is the setting up of a special con- 
servation department in the home of- 
fice. Without making this operation 
too complex or expensive, it should 
be possible to hire and train “con- 
servators” who would go out and han- 
dle replacement problems in trouble 
areas. How would they know which 
cases to investigate, Mr. Huber was 
asked. The general agents would re- 


“1 could really — 
go places 
LOO us: 





r Troubled Company 


port loan requests that because of their 
size or other circumstances looked sus- 
picious. 

What are some of the suspicious 
signs, in addition to size of loan? 
Among them are these: A loan request 
comes in where there was no previous 
loan on the policy and the request is 
on the stationery of a third party. Of 
course, replacers would in time learn 
not to put requests on their own let- 
terheads. Another suspicious sign is 
where the policyholder writes, “Please 
do not send an agent.” Another is 
where he doesn’t go to the agent or 
agency but writes directly to the home 
office for his policy loan. 

This technique, by the way, has be- 
come so far reaching that often the 
surrender value is requested from the 
home office and the policy is also 
mailed to the home office. Mr. Huber 
suspects that many companies will 
honor such a request even though it’s 
not on an official form. 


Should Prepare Illustrations 


“Another thing that a company 
could do in this kind of conservation 
department—but which no company to 
my knowledge has yet done—would be 
to prepare illustrations combating the 
excellent illustrations presented by the 
replacer,” said Mr. Huber. “Most agents 
don’t have the actuarial knowledge, re- 
gardless of how long they’ve been in 
the business, to sit down and column by 
column and figure by figure analyze 
what’s wrong and what’s right about 
the replacer’s- presentation. The re- 
placer has confused and confounded 
the prospect by lumping old and new 
policies; and, by listing the ‘gains’ 
over and above the interest paid, 
shows a composite picture that is very 
difficult to tear apart. 

“Now if the actuarial department 
could ally itself with the agency de- 
partment and together set up one man 
who would do nothing but examine 
these presentations and try to combat 
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them, column by column and figure by 
figure, we might get a little help ‘or 
the conscientious agent who wants to 
do something about this. This plan 
would not be unduly expensive, he- 
cause most of these replacers’ prescn- 
tations follow a pattern. Companies 
could develop form letters, like the 
ones they use for settlement options, 
and put them on automatic typewrit- 
ers so they could pick out paragraphs 
that would analyze the presentation, 
show the costs of replacement and the 
dangers, and then also the stock mar- 
ket hazards in using the money. The 
actual figures could be inserted where 
they belong.” 

Describing the delayed surrender 
technique, Mr. Huber said the re- 
placer’s pitch is to encourage the pros- 
pect not to surrender but to get a sub- 
stantial loan and turn the check over 
to the agent as the first premium on 
the new insurance. It many be any- 
where up to a year before the next 


Teaching Machines Will 
Be Subject Of Conference 


Programmed learning and teaching 
machines, their broad educational and 
social implications and their applica- 
tion in industry as a training device, 
will be discussed at a two-day special 
conference to be held by American 
Management Assn. Aug. 28-29 at the 
Hotel Astor in New York. 

Conference sessions will focus on 
the development of programmed learn- 
ing, the results achieved so far, and its 
potential and limitations. Research 
studies have indicated that pro- 
grammed learning, stressing participa- 
tion by the student and immediate re- 
inforcement of knowledge, can cut 
learning time significantly, sometimes 
as much as 30 to 40%. 

Representatives of companies that 
are making use of this new technique 
in training will report on their find- 
ings and discuss where and how their 
programs are being applied. There will 
be an exhibit of machines. 
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premium is due on the old insurance. 
The replacing agent can thus say hon- 
estly—or dishonestly—that there is no 
replacement involved. The original 
company knows only that a loan was 
made. Maybe the agent holds the loan 
down to, say, 70% of the maximum in 
order not to arouse suspicions. 

“Now, if the companies would watch 
and check the loan applications—which 
are swelling in number—that would 
be the first important step they could 
take,” said Mr. Huber. “We keep track 
daily of our loans here at the agency 
and we note what happens elsewhere, 
too: Invariably around the anniversary 
date the policy is killed. 

“The original agent, once he dis- 
covers there’s a surrender request and 
a huge loan, especially if the policy 
is in the seventh or eighth cr ninth 
year—this is one of the great prob- 
lems—his usual reaction, no matter 
how professional he is, is not to take 
the time to conserve that policy, which 
will give him 5%, when he can use 
that time to go out and write a policy 
that will pay him 55%. And if he 
discovers by a telephone call that a 


| replacement has already taken place, 


he’s extremely unlikely to go out. It 
would be like trying to turn back the 


) clock. 


“And if you start writing letters to 
home offices of ‘wrongdoers’ and raid- 
ers about a case, everybody treats it 
like a hot potato. And the companies 
don’t dicker with one another, because 
each can point to other as having done 
something. They are also afraid of 
anti-trust trouble. Also there’s the fact 
that when one company writes to an- 
other a minor employe does the writ- 
ing, and he is writing to a top officer 
of the other company. The prestige 
factor then becomes another obstacle.” 
Dwayne O. Andreas, executive vice- 
president Farmers Union Grain Ter- 
minal Assn., St. Paul, and chairman of 
Interoceanic Industries, Minneapolis, 
has been elected a director of North- 
western National Life. He succeeds 
Paul D. Grady of Kenly, N.C., chair- 
man Nationwide Mutual Fire, retired. 
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YOU DESERVE TO OWN 
YOUR OWN BUSINESS 
NOT JUST RENT IT! 


John N. Metropulos, Agency Builder, 
All American Life & Casualty Company, 
believes in this philosophy 


Learn why A!l American has 
experienced phenomenal 
growth by offering 
outstanding contracts and 
policies. Find out what has 
caused over 750 men to join 
this dynamic team. Write: 

E. E. Ballard, President. 


ALL AMERICAN 
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Insurer's Top 100 Double ‘51 Commissions 


(CONTINUED FROM PAGE 2) 
increased from 3% to 3.8% and on 
settlement options from 3.25 to 3.8%. 

“During the decade we have usually 
had exceedingly favorable single pre- 
mium annuity rates,” said Mr. Simpkin. 
“These have been improved three 
times, so that the cost to buy $10 of 
life income for male, age 65, 10 years 
certain, has been reduced from $1,748 
to $1,569. Thus a single premium an- 
nuity for male age 65 now provides 
11% more income than 10 years ago. 


Remarkable Advances Made 


“Remarkable advances have been 
made in underwriting resulting in 
several hundred liberalizations in oc- 
cupation, aviation, and medical classi- 
fications. During this time, non-medi- 
cal limits have gone from $10,000 to 
$25,000 and the company’s gross limit 
from $250,000 to $1,500,000. 

“In 10 years Connecticut Mutual has 
gone from $257 million of paid-for 
business to $590 million, an increase of 
129%. Insurance in force has jumped 
from $2.3 billion to $4.7 billion, an 
increase of 106%. 

“However, this is no time for com- 
placency. That is why we chose as the 
subject of these meetings “Growth- 
manship for the 60s.” 

“Don’t meet the competition, make 
the competition,’ Edward B. Bates, 
vice-president, declared. “Let the 
strong competitive forces of today 
challenge you to stronger and more 
positive convictions, to better skills 
and to bigger concepts 


Competition, Growth Interrelated 


“To me competition and growth are 
very much interrelated. Not only does 
competition increase the likelihood of 
growth, but I am convinced that for 
the most part the best kind of growth 
results from healthy competition.” 

Mr. Bates explained that there are 
two basic types of life insurance sales- 
men: those who react positively to 
competition and those who react neg- 










































PARK RIDGE, ILLINOIS 


atively. If the latter group reacts at all 
to competition, it is only to meet it. 

“And when you are only meeting 
competition,’ he warned, “you are 
almost always playing the game with 
the other fellow’s rules. This agent 
takes a given set of facts and finds 
mostly the negatives.” 

The agent who reacts positively, 
however, will of necessity develop 
more skill and perfection. 

“He takes a set of facts and inter- 
prets them into positive reasons. He is 
not one to meet competition. He makes 
the competition. And did it ever occur 
to you that this man who makes the 
competition, the good skillful life insur- 
ance man, is the mutual fund. sales- 
man’s toughest competition?” 


Convictions Are Needed 


This agent with the positive ap- 
proach has many qualities his negative 
counterpart lacks, but basically, said 
Mr. Bates, he has convictions, some 
definite skills, and the right kind of 
concepts. He uses the basic skill in- 
volved in the sales process to stress 
the following aspects of life insurance 
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with undeviating conviction: 

1. Life insurance is unique in sev- 
eral respects. The protection feature 
makes it the only form of self-complet- 
ing estate property. It is self-complet- 
ing not only at death, but can be made 
so in the event of disability. It has the 
unique annuity feature. 


Investment Advantage Noted 

2. It is a favored type of investment 
by its exemption from the executor’s 
fee, attorney’s fee, inheritance taxes, 
claims of creditors, etc. 

3. It is the finest collateral known to 
man. 

4. The semi-compulsory savings fea- 
ture has proved its success as com- 
pared with practically all other sav- 
ings mediums. 

“Even though you have the deep 
convictions and the most polished 
skills, however,” said Mr. Bates, “your 
production will not reflect your true 
potential without big concepts. This 
is one of the most important attributes 
which we find in a man who makes 
competition. 

“The man who is thinking big and 
making the competition talks to the 
prospect in terms of his desires. The 
little thinker—the pessimist—the wor- 
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COUNTRY 





Equally facile with 

the net-mending 
shuttle or the 

net itself, fisherman 
George Dreyer of 

Mt. Vernon, Maryland, 
readies his seine 

for more service. 
Photograph by 

A. Aubrey Bodine. 



























... and the Good Men 
of Baltimore Life are 
Guarding the Security 
of American Familtes 


with Skill and Integrity 
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THE BALTIMORE LIFE 
INSURANCE COMPANY 


A Progressive Mutual Organization Since 1882 


Mt. Royal Plaza, Baltimore 1, Md. 
L.U.T.C. and C.L.U. Training helps you do a better job! 


Inquires invited from General Agents in the Mid-Atlantic area. Address Marlin W. Morgan, V.P. 
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How objective is your perspective? 












Are you considering 


the acquisition 






of a fire and 
casualty company? 












































On May 3ist,, the New York Court of Appeals reached an epoch-making decision 
granting out-of-state insurers the right to acquire controlling interest in fire and 
casualty companies. Understandably, progressive life companies will be seeking to 
diversify their operations to include fire and casualty lines. 


Frank Lang & Associates, Inc. is a national consulting firm devoting its services 
solely to the insurance business, with clients in both the life, fire and casualty 
branches. We have had considerable experience in locating companies ideally suited 
to another company’s structure and method of operation, and in initiating and con- 
summating affiliations and mergers. 

By acting as an impartial intermediary, the firm is able to objectively evaluate 
not only the financial structure of companies under consideration, but also the capa- 
bilities of their staff, market potentials, operating practices, etc. Once a merger is 
effected, we further assist our clients to assure a smooth transition to integrated 
operations. Informal meetings can be arranged without obligation. 


INC. 
INC 


\ 
FRANK LANG & ASSOCIATES, 


Consultants in Marketing and Management a ASSOCIATES 
for the Insurance Business a A 





FRANK LANG 


521 FIFTH AVENUE, NEW YORK 17; OXFORD 7-4044 e ONE NORTH LA SALLE ST., CHICAGO 2; FRANKLIN 2-2795 








HOME OFFICE 

SUPPORT WITH 
A FIELD 

VIEWPOINT 


Knowing that success in the field is so greatly influenced by behind- 
the-scenes cooperation . . . Fidelity Mutual emphasizes to Home Office 
personnel the overwhelming importance of field viewpoint. 


Whether it is processing applications, handling policy loans, changing 
beneficiaries or settling claims . . . nothing can substitute for personal 
interest and prompt assistance as needed and when needed by our 
men in the field. 

The fact is that 96 per cent of Fidelity Mutual’s claims are settled 
within 24 hours . . . one of the many ways Fidelity Mutual helps its 
agents do an outstanding job in life underwriting. 





Insurance 
Company 


The FIDELITY MUTUAL LIFE 


ON THE PARKWAY AT FAIRMOUNT AVENUE ¢ PHILADELPHIA 
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rier, the man who is barely meeting 
the competition, talks in terms of needs. 

“There is a big difference, for in- 
stance, between what a boy needs and 
what his father might desire for him 
in the way of a college education. We 
have a lot of $5,000 educational trusts 
among our clients when both the 
father and the agent know that it’s 
going to take two or perhaps three 
times that to put this boy or girl 
through four years of college. 

“Give of your best, always,” Mr. 
Bates declared as he concluded his 
talk. “If you will do this, Connecticut 
Mutual and Connecticut Mutual peo- 
ple will never have to worry about the 
competition. We will be the competi- 
tion.” 


Continued Growth Assured 


Continued growth of the life insur- 
ance industry is certain during the 
1960s because of the “vital and valid” 
service life insurance plays in the 
public interest, said President Charles 
J. Zimmerman. He noted that “with 
more people possessing higher educa- 
tions, more money, with higher stan- 
dards of living to protect, and a great- 
er understanding of their responsi- 
bilities, there can be no question about 
the growth of our business.” 

Although the population increase 
from 180 million today to an estimated 
210 million by 1970 is an advantage to 
life agents, “it’s not the number of 
people which is important, it’s the 
kind of people,” said Mr. Zimmerman. 

“In the years ahead more people 
will possess higher educations,” he 
said. “This is a prime factor in our 
industry’s growth because education 
helps a man recognize and act on his 
responsibilities quickly and efficiently. 
Moreover, education enables him to 
make a good living and to live a better 
life. 

“This also is the purpose of life 
insurance; as life insurance men we 
must understand that purpose, and 
educate other people so they will 
understand and embrace that purpose. 

“Your job in the field is to help 
these people grow—people who be- 
come your policyholders, people who 
recognize their responsibilities to 
themselves and their families because 
of you; people who attain greater 
independence and_ security, comfort 
and happiness because of you.” 

Market research studies by LIAMA 
Mr. Zimmerman said, have shown that 
in comparable income brackets, the 
man with the higher education will 
buy more life insurance. 

Adding to the bright insurance fu- 
ture is the gradual evolution of the 
country from an agricultural to serv- 
ice economy. 


Insurance Role Understood 


“The aim of this free economy also 
is a better life,” he noted, “and the 
industry’s past growth is evidence 
that people are aware of the integral 
part played by life insurance in this 
economy. 

“But, although the growth of Con- 
necticut Mutual and its agencies is 
somewhat dependent on the growth of 
the national economy, what the Con- 
necticut Mutual does and what you 
do individually depends much more on 
your own condition than on the condi- 
tion of the economy. 

“There are companies, agencies 
within companies, agents within agen- 
cies that have grown far faster than 
the economy has—and this will always 
be the case.” 

Royden C. Berger, director of adver- 
tising, and William L. Camp III, di- 
rector of sales promotion, teamed up 
to present “Growthmanship Through 
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Personal and National Advertising.” 
Highlighting the illustrated ‘alk, 
which covered all phases of Connecti- 
cut Mutual’s advertising and «ales 
promotion programs, was the results of 
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McNamara Nominated For NALU Secretary 


(CONTINUED FROM PAGE 1) 
liam H. Gatling agent of Jefferson 
Standard Life at Norfolk, Va., com- 
pleting his first two-year term, Philip 
A. Hoche, general agent of Kansas City 
Life at Orlando, Fla., and Louis G. 
Yount, manager for Prudential at Seat- 


tle. 

NALU President William E. North 
is nominated to serve as immediate 
past president. 

“The selection of well qualified and 
representative nominees by the com- 
mittee on nominations has been par- 
ticularly difficult,’ said Mr. Pryor. 
“Several unquestionably qualified men 
and women have been highly recom- 
mended and enthusiastically endorsed. 
The committee’s duty has been to 
make a choice according to our under- 
standing of the current needs of NALU 
and solely in the interests of the na- 
tional association. 


Tells Reasons 


“Given a different set of conditions 
in another year as interpreted by an- 
other committee, some of the other 
candidates might well have been the 
choice for nomination by the commit- 
tee. All are worthy of representing us 
—the members of NALU. All are the 
backbone of our association.” 

Mr. Pryor pointed out that section 5, 
article VIII of the NALU bylaws pro- 
vides that the nominating committee 
shall make its report to the first ses- 
sion of the National Council at the 
NALU annual convention. Further 
nominations for NALU officers and 
trustees may then be presented from 
the floor. 

Contrary to what nominating com- 
mittees have done in most years, the 
1961 nominators have picked only the 
exact number of candidates needed to 
fill the vacancies there will be if no 
present trustee whose term runs be- 
yond this year decides to run against 
Mr. McNamara and should win the 
secretary post. Mr. McNamara is com- 
pleting his second term on the board, 
so his advancement would leave no 
unexpired term to fill and there would 
be only the six two-year terms to be 
filled on the board. But in the event 
one of the trustees with another year 
to serve should win the secretary post, 
there would have to be at least one 
more trustee nominee. If the practice 
of recent years is followed, the trustee 
tanking seventh in number of votes 
cast for trustee candidate would get 
the one-year term. 


Held All Elective Offices 


Mr. McNamara, the nominating 
committee’s choice for secretary, has 
been in the business for 33 years asa 
personal producer, home office agency 
official and agency manager. He has 
held all elective offices in his local 
association and the Wisconsin associ- 
ation. 

He has served four years on the 
NALU board and has been a member 
and/or chairman of the NALU com- 
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mittees on state law and legislation, 
selection of an executive vice-presi- 
dent, health insurance, affairs of vet- 
érans and servicemen and others. He 
Is active in community and organiza- 
tion affairs, 

Mr. Bowman has been in life insur- 
ance 15 years and was a successful 
agent before entering management. He 
has held all elective offices in the 
Allentown and Pennsylvania associa- 
tions and is active in local and state 
Red Cross, Optimist Club, PTA, and 
United Fund. He has served on several 
NALU committees. 


Mr. Connaughton was elected to a 
one-year term as NALU trustee at the 
1960 annual convention. He has been 
an agent for 21 years and has served 
in all elective positions of his local and 
state associations. He has been presi- 
dent of numerous civic, fraternal, and 
social organizations, and is a leader in 
the health insurance field. He is chair- 
man of the NALU committee on health 
insurance. 

Mr. Downs, in life insurance for 17 
years, is a life member of MDRT, and 
a graduate of the LIAMA agency 
management school. His district led 
Midland National five times in total 
agency production and he, personally, 
was named man of the year in premi- 
ums and volume on five occasions. He 
is a past president of the South 
Dakota association and was its legisla- 
tive chairman for 10 years. His civic 
contributions include two terms in the 
South Dakota senate. 

Mr. Gatling has been in life insur- 
ance for 11 years. In eight of the past 
10 years he has ranked among the top 
10 agents in his company. He has held 
numerous local and state association 
offices and was elected as NALU 
trustee in 1959. He has been chairman 
of the NALU public relations and 
quality business committees. 


29 Year Veteran 


Mr. Hoche is a veteran of 29 years 
of service as agent and agency man- 
ager. He has continuously qualified for 
the National Quality Award, and his 
district ranked second in his company 
in 1954 and 1956. His NALU service 
includes being chairman of the 1959- 
1960 and 1960-1961 membership com- 
mittees, chairman of the 1959 nomin- 
ating committee and long-time chair- 
man of the committe¢ on elections. 
He is a senior LUTC instructor and 
has been president of Central Florida 
Assn., Florida Assn., and Florida Gen- 
eral Agents & Managers Assn. and 
leader of many civic and charitable 
organizations. 

Mr. Yount has been with Prudential 
for 15 years as agent, home office 
agency supervisor and district man- 
ager. In 1958 his agency won the 
Prudential president’s trophy for 
leadership among all district offices. 
He held all elective offices of the 
Seattle-King County Assn. and is vice- 
chairman of the Washington state as- 
sociation’s legislative committee. Mr. 
Yount is active in church affairs and 
is a lay leader of his congregation. 

NALU trustees continuing in office 
for one year remaining of their second 
two-year terms are Robert S. Clayton, 
manager Liberty National, Mobile, 
Ala.; Robert W. Frye, agent North- 
western Mutual, Denver; John Z. 
Schneider, manager Connecticut Gen- 
eral, Baltimore, and R. Edwin Wood, 


agent Phoenix Mutual, San Francisco. 

Trustees continuing in office for one 
term are Charles Anchell, agent New 
York Life, New York City, and Joseph 
B. Davis, Home Life of New York. 


Other Members Named 


Besides Mr. Pryor the nominating 
committee members are Elsie S. Doyle, 
Union Central, Ft. Lauderdale; Dave 
C. Gaut, Mutual Benefit Life, Mem- 
phis; William S. Hendley Jr., Mutual 
of New York, Columbia, S. C.; O. P. 
Schnabel, Jefferson Standard, San An- 
tonio, Tex.; Jack White, Prudential, 
Los Angeles, and Vernon R. Zimmer- 
man, Acacia Mutual, Arlington, Va. 


United L. & A. Happy 
With Ist Half Results — 


Total life insurance in force of Unit- 
ed Life & Accident at the end of the 
first six months stood at $467,147,518. 
This compares with $445 million in 
force at the end of 1960. 

Included in the current life insur- 
ance in force is the largest second 
quarter’s sales ever recorded by the 
company with $26,300,000 of new in- 
surance paid for in this period. Life 
insurance in force is increasing at an 
annual rate of 9.8% as contrasted to 
8.1% in 1960. 

Health insurance premiums contin- 
ued to show a substantial gain during 
the first six months and totaled $356,- 
501. This compares to $291,837 for the 
same period last year. 
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Stever, Coolidge 
To Be Speakers At 
Denver NALU Rally 


(CONTINUED FROM PAGE 1) 
rector of Life Underwriter Training 
Council and is a past president of the 
Cleveland Life Underwriters Assn. 

The WLRT “Sellarama” this year 
will vary from the format of past 
years, according to WLRT Chairman 
Helen Millett, Penn Mutual, St. Paul. 
It will feature basic and advanced 
selling ideas presented by five out- 
standing women agents. These ideas 
will then be analyzed by the modera- 
tor, Marion I. Gilmore, John Hancock, 
Albany, and the panel of speakers to 
bring out the “how and why” of the 
successful agent. 

The panelists and their subjects are 
Nell F. Burns, New England Life, Bir- 
mingham, “Career Crisis”; Clara S. 
Fields, Protective Life, Mobile, Ala., 
“Roll Your Own Pension Plan”; Wilma 
L. Jenkins, Franklin Life, Alton, II1., 
“Can He Afford to Die?” Helen E. Rei- 
singer, Provident Mutual, Cincinnati, 
“You Can Have Your Cake and Eat It 
Too,” and Helen E. Rupp, Mutual 
Trust Life, Minneapolis, “You Can’t 
Stop the Clock.” 

Other WLRT events on the 1961 
NALU convention program are a 
meeting of the executive committee, 
8:30 p.m. Sept. 23; annual meeting, 
8:30 p.m. Sept. 24, and reception and 
dinner, 5:30; to 9 p.m. Sept. 26. Other 





WANT ADS 


Rates—$25 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
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Opportunity for young man to enter Con- 
sulting office serving insurance companies 
throughout the Midwest. Requires basic 
knowledge of Actuarial Mathematics. We 
would like to talk to you if you have the 
capacity to advance and accept respon- 
sibility on a professional basis. Please re- 
ply, in confidence, giving a summary of 
your experience and personal background 
to A-34, National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, Ill. 





WANTED—SALES PROMOTION MAN 
growing Los Angeles domiciled life insurance 
arent corporation has chal- 
‘or creative and imaginative 
manage com: 


Fast 
company with large 
lenging opportunity 
man to develop and 
motion d 


ground, experience and initial salary requirements 
in first letter. Our staff knows of this advertise- 
confidence to Z-89, National 


LIFETIME OPPORTUNITIES 
FOR HIGH-CALIBER MEN 


Bankers Life and Casualty Company, the leader 
and pioneer in Accident and Health Insurance 
is again expanding its Group and Special Risk 
operations. This important forward step opens 
excellent job opportunities for high-caliber 
men in each of these categories: 

Group Life Insurance 

Group Accident and Health and Hospital- 

ization 

Aviation and Special Risk 
The men we want must be strong on sales, with 
basic underwriting experience in one or more 
of these lines. Qualified men will get in on 
the ground floor, with an excellent starting 
salary and an unusual opportunity to grow 
with our progressive firm. 
If you meet our specifications, 
WRITE OR CALL: Group & Special Risk Division 
Bankers Life and Casualty Company 
4444 W. Lawrence Avenue ® Chicago 30, Ill. 
Phone: SPring 7-7000, Extension 465 








HOME OFFICE 
LIFE UNDERWRITER 


Do you have three to five years home 
office life underwriting experience? 

If so, are you interested in a position as 
Home Office Underwriter with the recently 
organized life pany subsidiary of a 
leading eastern Casualty-Fire-Surety writer 
(not located in New York?) Growth in 
volume of business dictates increase in 
staff, 

Write, sending resume to A-26, National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 








GROWTH 
OPPORTUNITIES 
IN GROUP 


Growth of our Group Department in the 
past few years and expansion plans involv- 
ing promotions from within, have created 
some top opportunities in our company for 
qualified men. 
ACTUARIAL: 
A key position as Group Actuary; you'd 
be responsible for our rate structures, 
rate credit formula, and renewal rating 
formula. Experience more important than 
examination level. 
UNDERWRITING: 
You'd be a Group Underwriter; you're 
responsible for underwriting prospects 
and cases as well as the initial stages 
of new case issue. 
ACCOUNTS: 
An opening in our Group Accounts Divi- 
sion; you'd be responsible for admin- 
istrative procedure, premium billing, 
commission payments, and preparation 
of installation material. 
These opportunities are open to men who 
are young, aggressive ‘‘team players’, and 
anxious to do a job now for an organiza- 
tion where future promotions and income 
are limited only by your own capability. 
If you want to consider this challenge fur- 
ther, write me giving the usual background 
information including details of your Group 
experience and your present salary. 


G. Rick O’Shea 
Manager, Group Department 
Monumental Life Insurance Company 
Baltimore 2, Maryland 











CREDIT LIFE AND ACCIDENT 
AND HEALTH REPRESENTATIVE 


Large national company seeks man to sell and 
appoint producers. Exceptionally liberal earn- 
ings for individuals who know how to acquire 
this business. Submit resume in complete con- 
fidence to Box A-II, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 











. Ww 
Pagerweter Co., 175 W. Jackson Blvd., Chicago 


ACTUARIAL ASSISTANT—CONSULTING 
Expanding midwestern firm of Consulting Ac- 
tuaries offers excellent opportunity for man age 
27-35 with home office eupartenes and some 


includes recpagel- 

ity for actuarial phases of ye ife 
National Under- 

writer Co., 175 W. Jackson Bivd., Chicago 4, Ill. 
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Editorial Comment 
Stronger Trap Needed For Mr. Twister 


The hearing conducted last week by 
Commissioner Howell of New Jersey 
on his proposed regulation aimed at 
unwarranted replacements was sober- 
ing proof of the extreme difficulty of 
dealing with this slippery problem. 
There’s grave danger that whatever 
steps are taken to curb the crooks will 
waste time and cause anxiety for hon- 
est agents while doing little that the 
bad actors can’t wiggle out of by a 
combination of technical compliance, 
conning buyers into refusal to testify— 
and just plain lying. 

We’re far from hopeless about find- 
ing effective curbs that won’t hurt 
legitimate agents but it is extremely 
important that there be a full aware- 
ness, of the harm as well as the good 
that can result—and of the ease with 
which ostensibly well drawn curbs can 
be eluded by the unscrupulous. To see 
how the eluding process might work, 
let’s look in on an imaginary meeting 
of an imaginary organization com- 
posed of the crooked variety of re- 
placers—the New Jersey Twisters So- 
ciety—as it considers Mr. Howell’s 
proposed regulation. 

“You’ve all read the draft regula- 
tion,” says the president. “What do 
you think about it?” 

“I don’t think it’s going to bother 
mie very much,” says I. M. A. Twister, 
one of the older members. “Take that 
notice to policyholders that we’d have 
to give to the prospect if we suggest 
replacement of a policy: If my pro- 
spect is stupid enough to fall for my 
kind of a twist, then he’s stupid enough 
so I can con him into believing that the 
notice and the whole regulation are 
just a rig-up between the department 
and the companies having poor net 
costs to protect business they’re afraid 
can’t stand up against a fair, legitimate 
comparison. 

“In fact, I know of one sales outfit 
that has reprinted THE NATIONAL 
UNDERWRITER account of how one 
prominent life company warned its 
field force on replacing. Then the outfit 
used this reprint to persuade prospects 
that the companies care only about 
saving their own business and have no 


interest in what is best for the policy- 
holder. I can use that ‘Notice to Policy- 
holder’ thing so it will really work for 
me. 

“Of course, most of the time, I won’t 
need to use it unless I feel like it. It’s 
supposed to be used when I suggest a 
replacement. But if I suggest a re- 
placement, it means I’ve got to go 
through all that other monkey-busi- 
ness in the second section of the 
regulation. I mean where it says that 
when a replacement or other change 
in a policy is suggested I have to 
present to the prospect a written pro- 
posal, signed by me, setting forth all 
the facts, including a clear and concise 
summary of the advantages and dis- 
advantages of making the replace- 
ment or change.” 

A crafty smile lighted up Mr. 
Twister’s features as he continued: 
“Why should I suggest a replacement 
or change, when all I ‘have to do is to 
make my sales pitch in such a way 
that my pigeon will make the sug- 
gestion himself? That way, there’s no 
requirement for me to put anything in 
writing at all.” 

“Somebody at the department hear- 
ing suggested requiring the written 
presentation and comparison no mat- 
ter who suggested it, provided the 
solicitation is continued and the sug- 
gestion put into effect,” the society’s 
president interjected. “How would you 
get around that?” 

“Look,” answered Mr. Twister, ‘no 
matter how tough the department 
makes its regulation, the commissioner 
can only go about so far in requiring 
what has to be in the presentation and 
comparison. He’ll have to O.K. some 
sort of pattern as being sufficient to 
satisfy the regulation. If the approved 
version is short, it’ll leave out so much 
that I can still flim-flam my prospect 
with a little fast double-talk. If the 
approved version is detailed enough to 
be a real comparison, it will be so 
complicated that not one policyholder 
in a hundred can understand it—and 
that hundredth policyholder would be 
too smart for me to be fooling around 
with in the first place. 

“Anyway, whether the approved 


presentation is long or short, if the 
prospect trusts me enough to buy my 
deal the way things are now, I can 
just as easy get him to trust me no 
matter what kind of a presentation 
the department forces me to make. It’s 
just like any other kind of con game— 
we depend on the sucker’s greed and 
larceny to make him fall for our sales 
pitch. I make out like I’m giving him 
something better than his present in- 
surance company has given him. I tell 
him that my company has got a special 
deal that the other companies can’t 
meet, so they’ve run to the depart- 
ment for protection. 

“In fact, I get pretty indignant about 
it. I tell him it’s really combination in 
restraint of trade, and the federal 
anti-trust laws would clamp down fast 
if it wasn’t for this McCarran law, and 
maybe the law ought to be repealed. 
So I get my buyer so worked up that 
even if somebody blows the whistle on 
me, my sucker isn’t going to help out 
the department, because he thinks I’m 
giving him a good deal. And it is good, 
too—for me. 

“But what the hell, we really don’t 
have to worry so much. They’ll get 
tired. How much twisting do you sup- 
pose goes on across the river, in New 
York State? And how many agents do 
you think lose their licenses there for 
twisting? It doesn’t average half a 
dozen a year. So even with all the 
tough regulations a department can 
dream up with the help of the com- 
pany people, the chance of getting 
yanked up on the carpet is about the 
same as getting hit with a meteorite. 
It takes a lot of time and trouble to 
track down twisters and get together 
enough evidence for even a weak case.” 

“That sounds encouraging,” re- 
marked the society’s president. “But 
isn’t there some kind of steps they 
could take that would really put the 
kibosh on us?” 

“There’s a couple of things that 
could give us a bad time,” said Mr. 
Twister. “One would be to set up an 
information bureau and require all 
companies operating in the state to 
send data to it covering all sales above 
a certain size and all policy loans or 
surrenders above a specified amount. 
As long as the states or the companies 
go after me on a case-by-case basis, 
I’m safe enough. I can always give 
some phony alibi, like saying the pro- 
spect suggested the twist or that I 
had no idea that he was going to drop 
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his old insurance, and the state will 
know it’s phony but how can they 
prove it as long as my policyholder 
trusts me enough so he won’t squeal? 

“But if data from the central in- 
formation bureau shows that 48 of my 
last 50 cases were replacements, the 
companies I sell for are going to have 
to stop kidding themselves and admit 
that I’m a cannibal. Even if they like 
cannibalized business—as long as they 
don’t officially know it is—they’re go- 
ing to realize that just as soon as the 
business I’ve sold for them builds up 
some nice cash values, I’m going to be 
in there with the replacement sales 
pitch.” 

“Suppose a company were so greedy 
for business that it refused to fire you 
even in spite of your record?” asked 
the presiding officer hopefully. 

“Well, I’m afraid the department 
could still step in and put me out of 
business,” said Mr. Twister gloomily. 
Once they got this clearing house sys- 
tem working, they could nail so many 
of us twisters that they’d get a taste 
for blood. There’d be mighty few of 
these cases where they know damn 
well what we’re up to but they don’t 
have enough evidence to show up our 
pattern of operation. But let’s not be 
downhearted, brother’ twisters. It 
would cost quite a bit to put the clear- 
ing house into operation and keep it 
going. Probably they’ll never get 
around to it.” 

Well, the meeting ran a little longer 
than we'd figured but it brought out 
some pertinent points. An undeniable 
fact is that almost any evil that is 
supposed to be kept in check by en- 
forcement of law or regulation is 
probably perpetrated with impunity at 
least 100 times for every instance in 
which punishment is visited on the 
evil-doer. That is true whether the 
offense is speeding, swindling, income 
tax cheating, bribing public officials 
or throwing trash out of your car on 
the highway. In general, the less hein- 
ous the crime the less likelihood there 
is of being punished or even caught. 

Unfortunately, enough difference of 
opinion is involved in the typical re- 
placement sale so there is quite a wide 
fuzzy borderland between the replace- 
ment that is obviously and admittedly 
in the policyholder’s interest and the 
replacement that is equally obviously 
against his best interest. If the replacer 
can get his sale into this borderland it 
is very difficult to catch him up, un- 
less there is a sufficiently long and 
detailed dossier on him so that his 
modus operandi becomes so clear that 
there is no longer any doubt to give 
him the benefit of —R.B.M. 





Personals 


Frederick W. Read Jr., counsel of 
Home Life of New York, has been ap- 
pointed chairman of the life insurance 
division of the volunteer fund raising 
campaign of New York State Citizens 
Committee for the Public Schools. 


Leffert Holz, former New York sup- 
erintendent, has been named _ chait- 
man of the recently formed Guaran- 
teed Title Co. of New York, a subsid- 
iary of United Improvement & Invest 
ing Corp. Mr. Holz is counsel to the 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Ce., Board ef Trade Building, Chicago 


Insurance stocks were ebullient last week, Handsome gains were registered 
py a few fire-casualty issues as well as by the life companies. For instance New 
Hampshire was 4 points higher on a dividend increase. Phoenix was plus 8 at 
124 bid. Aetna Casualty gained 3, Continental Casualty 2, General Reinsur- 
ance 7, Hartford Fire 34%, Home 2, Maryland Casualty 1, National Union Fire 
3, Reliance 4 and Springfield 1. U.S. F. & G. was up 1% on a good 6-month 
statement, Wh 


On Friday came an offering of 53,480 shares of Federal Insurance at 74 by 
First Boston; Wood Struthers; Blyth; Merrill Lynch, Pierce, Fenner & Smith; 
Paine, Webber, Jackson & Curtis; Shelby Cullom Davis & Co., and John C. 
Legg. This came right on top of an offering of 49,500 shares of Fireman’s Fund 
by First Boston and Dean Witter at 654%. After this was completed the free 
market on Fireman’s Fund shares was 6314-64. The market dropped off to 
62 bid on Tuesday of this week. 

Kansas City Life and G. A. L, U. each staged a 10 point advance, the former 
reaching 2250 bid and the latter 1800. Aetna Life narrowed the gap between 
Travelers with a 5 point increase while Travelers was treading water. B. M. A. 
added 2 points, Jefferson Standard and Lincoln National each 2. Mass. Pro- 
tective and Monumental were 3 higher while U. S. Life was up 7 and Con- 
tinental Assurance was 9 better. 

Lamar Life was in demand and was 63 bid. California-Western States at 89 
bid was 4 points better. Combined Insurance sold ex-dividend 50% stock and 
was strong at 5514 bid. This was an all-time high. National Old Line which 
had dropped from 33 to 28 after Value Line removed it from its recommended 
list met support and closed the week at 29% bid, Buyers appeared in National 
Reserve Life which appears to be an undervalued situation and it went up 
25 points to 215 bid with none offered. : 

United Services Life, following a little sinking spell, took hold again and was 
132 bid, up about 25 for the week or nearly 20%. At that figure, for each share 
of Northeastern Insurance there is almost $30 in market value of United Serv- 





ices Life and there was considerable buying of the former. 
Montgomery Ward was heavily bought last Thursday and advanced 2 





New York law firm of Carb, Luria, 
Glassner & Cook, and president and 
chairman of Mortgage Facilities Corp. 


Alfred J. Bohlinger, former New 
York insurance superintendent, has 
been appointed a member of a com- 
mittee being organized in New York 
City to combat auto insurance frauds 
in the Bronx. Mr. Bohlinger is a 
member of the New York City law 
firm that represents National Assn. of 
Independent Insurers. 


Lester C. Gerig, vice-president 
Brotherhood Mutual Life of Fort 
Wayne, has been named area division 
chairman of Taylor University build- 
ing fund campaign, heading a $114 mil- 
lion drive to bring the campus to that 
area. 


Vincent P. Manno, vice-president 
Modern L.&A, has been elected judge 
advocate of Joseph L. McFarland Post 
No. 802 American Legion, Chicago. He 
is a past commander of the post. 


Miss Mary Jo Schmidt, daughter of 
A. J. Schmidt, secretary and actuary 
of All American L.&C., was married 
early this week at Mt. Prospect, Ill. 


George E. Hatmaker, vice-president 
and secretary Franklin Life, and his 
wife and daughter are vacationing in 
Hawaii. 


W. W. Cawood, head of the Christo- 
pher-Cawood agency, Roanoke, Va., 
and agent for National Life of Ver- 
mont there, has been elected mayor of 
Kingsport, Tenn., for a two-year term. 


Deaths 


JOSEPH B. BLANDFORD, for many 
years an official of Washington Na- 
tional, died in Clearwater, Fla., where 
he had made his home since his re- 
tirement three years ago. His entire 
business career was in insurance. He 





started with Metropolitan in 1914 and 
joined Fidelity L.&A. of Louisville in 
1923. In 1926, that company merged 
with Washington L. & A. and U. S. 
National L.&C., both of Chicago. The 
composite organization was named 
Washington Fidelity National—short- 
ened in 1930 to Washington National. 
Mr. Blandford was manager of the 
eastern division district agency de- 
partment and then became 2nd vice- 
president of the eastern territory. In 
1948, he was promoted to vice-presi- 
dent in charge of district field man- 
agement in both the eastern and west- 
ern territories. 


LAURIE L. HARLEY, 61, a field man 
of Life of Georgia for 40 years, died in 
Florence, S. C., where he was district 
manager. He had been a field manager 
27 years and a former president of 
South Carolina Life Underwriters 
Assn. and Florence Life Underwriters 
Assn. 


CAREY G. M. WYNNE, 74, inspector 
of taxation for Sun Life of Canada, 
died at his home in North Hatley, 
Quebec. He joined Sun Life in 1926, 
was named inspector of taxation in 
1933, and was made an officer the 
following year. In World War I he 
served with the British army at Galli- 
poli. 


HERMAN R. O’CONNOR, 90, prom- 
inent for many years in the affairs of 
the Maccabees, died in Gerber Memo- 
rial Hospital at Fremont, Mich. Mr. 
O’Connor, who retired in 1941, served 
from 1890 to 1905 as deputy great 
commander of the fraternal. In 1923 
he was named general supervisor in 
charge of organization in Wisconsin, 
Minnesota and North and South Da- 
kota. He later was transferred to 
Ohio as supervisor there and in 1933 
was appointed general field direc- 
tor of organizational work out of the 
Detroit office. His twin brother, Her- 
bert, was great commander at the time 
of his death in 1935. 
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points on a rumor that at long last it had made a deal to go into the insurance 
business. The rumor linked it with Nationwide Corp. This proved to be un- 
founded, but it seems certain that stockholder pressure will increase for Ward’s 
to take the insurance plunge, especially since insurance is becoming an ever 
more significant part of the Sears, Roebuck operation. 

Midwestern United Life continued to be all-buyers and was 57 bid Friday. 

—lIl-— 

All-American Life & Casualty became exceptionally animated and reached 
19144 bid, up 2% points. This is the post-war company that the late Kern 
brothers promoted, Its success at the hands of President E. E. Ballard has had 
much to do with the flotation of hundreds of new life companies in later’ 
years. The promoters have cited this with the implication that they have 
something just as promising in store. However they don’t have a Ballard to 
go with it. The salesmen that placed this stock moved on into other situations 
with new faces and new hopes. (By Wednesday of this week All-American 
L.&C. had gone up to 21% bid. This puts a total valuation on the company of 
about $52 million. Assets at Dec. 31 were $15 million.) 

The new 442% convertible preferred of Transamerica started trading on the 
Big Board. This is the way that Transamerica is financing its acquisition of 
Pacific Finance. It gives the owner a perpetual call on Transamerica common. 
At 125 this is the equivalent of $44 for TA common on a conversion basis. 


—IIl- 

Colorado’s Robertson-type law that was enacted a year ago is affecting the 
investment operations of the domestic companies. This requires 30% of the 
assets to be invested in Colorado securities, In order to get up there companies 
are forced to convert cash into Colorado investments, mainly mortgages, as 
there are no A-rated bonds in the state. Security Life & Accident’s handsome 
new home office project may be prompted at least in part by this consideration. 
These companies are out of the general bond market today. Expansion of sales 
in other states may be embarrassing, as this would magnify the necessity for 
finding proper Colorado investments. The Robertson law of Texas required all 
companies to invest 75% of reserves on Texas policies in Texas securities. Most 
of the big eastern life companies pulled out of the state then, but came back 
many years later. That gave American National of Galveston its great im- 
petus as it inherited the business of Metropolitan Life in Texas. 

United Fire of New York (affiliated with United of Chicago) went ex-stock 
dividend of 334% and the bid price was 65. Offerings in this are rarely seen. 

An offering of 150,000 shares of Independence Life of Pasadena by Blyth 
& Co,, was promptly sold out at 1314. Following this the stock traded at 16 bid. 
This is an interesting situation centering on a medical clinic operation. The 
fact that Blyth was willing to underwrite an issue for such a relatively new 
enterprise caused many to take a second look at it. 


—lll— 

The Commercial & Financial Chronicle Aug. 10 has a study on Federal 
Insurance. The stock is selling at a premium of 55% over its liquidating value 
and at 35 times investment income, “reflecting the esteem in which the stock 
is held by investors.” Earnings for 1961 are estimated to exceed the 1960 figure 
of $2.59. Federal made a package purchase of electronic stocks last year in- 
cluding Applied Physics, Ampex, Farrington, Hewlett-Packard, Texas In- 
struments and Varian Associates. 

“Federal has achieved its outstanding underwriting record through the main- 
tenance of strict underwriting standards. Management has always stressed 
profitability rather than volume so the Federal has been a highly successful 
underwriter although a relatively small one. The company’s excellent diversi- 
fication in premium writing and its emphasis on commercial rather than in- 
dividual coverages are important factors in the company’s record, In addition 
the management contract with Chubb & Son provides a great incentive to 
operate on the most profitable basis as the bulk of the annual fee received by 
the managers is its 10% share of underwriting profits. The over-all company 
expense ratio of 35% in 1960 is impressive and reflects the cost-consciousness 
of the company’s entire operations.” 


—|||— 

Hallmark Insurance of Madison has filed an SEC registration statement cov- 
ering 225,000 shares at $3 with Braun, Monroe & Co. and Harley, Haydon & 
Co. named to handle the sales. Hallmark was organized in February with P. 
Kendall Bruce as president and Lester C. Six executive vice-president. 

Pikes Peak National Life has filed a statement covering 150,000 shares at $2. 
There is no underwriter, 

Fiduciary Mutual Investment Co. bought 5,000 shares of Transamerica. Wall 
Street Investing Corp. bought 3,000 Glens Falls. Eaton & Howard Balanced 
Fund at June 30 had reduced its holdings of Fireman’s Fund by 4,000 shares 
to 16,000, it had cut back on Continental Casualty 4,550 shares to 37,500 and 
on Maryland Casualty 3,000 shares to 18,000. Eaton & Howard Stock Fund had 
reduced its Fireman’s Fund from 32,000 to 28,000. Istel Fund Inc., made a new 
investment in 2,500 shares of American Reinsurance. Madison Fund Inc. elimi- 
nated its 5,000 shares of Aetna Life, Pine Street Fund Inc. reduced its holdings 
of Hartford Fire from 4,800 to 3,000 shares and increased its Northern In- 
surance from 4,000 to 6,000 shares. 

Crum & Forster and Life Insurance Company of Virginia last week joined 
the issues that are selling for $100 per share and more. LVA was up 6 points. 

Informal reports indicate that July was a splendid month for the fire-casualty 
companies and helped materially to improve the year-to-date record. 

American General was 1% better, Beneficial Standard Life up 1, Common- 
wealth Life plus 34%, Eastern Life up 4%, Government Employees plus 8, 
National Fire, up 4, Quaker City Life plus 64%, Southland Life up 3. 

Conn. General, counter to the trend, was down 6. 


—lIIl— 

President John Wilkins reporting at midyear to stockholders on Citizens Na- 
tional Life of Indiana said he gets inquiries on why stock in this company is 
not selling higher. One reason, he said, is “we are not attempting to float new 
stock issues and are not compelled to keep a propped up market.” Also he 
cautions stockholders about trading this stock for something else, “Some of 
the transfers coming in are trade-outs.” 
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Grass is always supposed to be greener in the next pasture. That’s why they 
have fences for cows. And that, too, is why there are globe-trotters, and 
divorce courts, and dissatisfied life insurance salesmen. 


But Franklin salesmen don’t bother looking over fences with that day- 
dreaming light in their eyes. They know that the grass is greenest right where 
they are. Last year the hundred leading Franklin field associates—the leading 
money-makers—averaged $42,702.59. The 100th man earned $22,314.48. 
The 200th man earned $15,597.29. And the 300th received $11,767.25. 
(Figures as reported to Internal Revenue Service.) 


That's lots of alfalfa! 


So if you are suffering from wallet-anemia, and have developed a roving 
eye for the fields beyond the fence, take a look at a Franklin Agency contract. 
It assures contentment, with an ample supply of “long green.” 


An agent cannot long travel at a faster gait than the company he represents 
















Lhe Friendly 


BAN TK Ii company 


CHAS, E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans. 








Over Four Billion Dollars of Insurance in Force 
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